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Even the Routine of Business Has Its 
Romance, as Witness the Following 
True, but not at all Unusual, Experience 


\ man once placed $1,500 on a real estate loan during flush 
times, but when the depression came, he found he himself had 
to borrow $1,500 on his life insurance policy. Just the othe: 
day, the real estate loan was repaid to him, and the question 
at once arose—what to do with the money? He decided to 
invest it, and ultimately concluded that the best, most profit 
able, and surest investment he could make would be to repay 
the policy loan—which he did. 





Examine for a moment into this situation, which is 
tvpical business one. The gentleman in question originall\ 
had all the bother and worry of placing his real estate loan: 
by the act of pledging his life insurance policy as security, he 
took the chances of defeating the object for which the insu 
ance was written; and he had to pay for the privilege just as 
much as he received from his debtor. 





The transaction, taken as a whole, meant nothing but 
trouble and worry, without a dollar of net return. 


If there is any lesson or moral in this experience, it seems 
to be that where a person can repay a policy loan, the best 
thing to do is to repay it. The act does away with a great deal 


of trouble, and it puts a man in position to re-borrow, if neces 


el sary. 

O In circumstances like the above, the repayment of a policy 
at the loan really achieves the same result as a safe and sure invest 
s with ment yielding five per cent. 
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curately the benefits of life in- 


Equipped lo Serve surance to the needs and cir- 
and lo Profit cumstances of every type of 


prospect. It is no small ad- 
Nowadays intelligent life in- vantage—in any times or under 
surance men understand that it any conditions—to be able to 
offer par—and non-par plans; 





is not enough just to prescribe 
a “policy”’—that every situa- double indemnity and income 
disability features, policies for 
applicants to age 75, for women 
on equal terms with men, and 
children of any age from birth; 
annuities, family income, and 
return premium benefits; fa- 
vorable consideration to special 
occupational and physical risks. 





tion calls for careful diagnosis 





and special treatment. They 
realize furthermore that their 
earning power is_ seriously 
restricted unless they are 
equipped to capitalize every 
sales opportunity, to interest 
every prospect whom life in- 
surance can serve. With such a wide variety of 
service, Peoria Life agents are 





Peoria Life agents are fortu- 
nate in having an extensive as- 
sortment of plans and features 


prepared to satisfy every taste 
and appeal to every condition 
—just one of the reasons for 


that enables them to fit ac- their outstanding success. 
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New 1932 
UNIQUE MANUAL-DIGEST 


Now 
Being Delivered 


Analyzes 
Syno psizes 
and Summarizes 


(1) the financial position 

(2) the policy contract 

(3) the rate book, and 

(4) the dividend book 
of every company 





ee 


ALL LEGAL RESERVE LIFE COMPANIES 


There have been so many changes in life insurance facts and figures 
during the past year—consider (1) disability, (2) the many new “spe- 
cial” policies, (3) the changes in dividends, (making all old reference 
books completely out of date)—that it really is hardly safe to try to 
“get along” without the new 1932 Unique Manual-Digest. 


You must have UP-TO-DATE facts and figures! 






In these times—an agent must be sure he is right! 


very buyer of anything today wants to investigate carefully 
before he “signs up.” This means that the life underwriter must 
have the up-to-date facts and figures about all life insurance com 
panies and their policies. He requires this information to talk 
authoritatively and convincingly. 


The new 1932 “Digest,” just off the press, is the only book that 
provides all the latest annual statement, policy, rate, dividend, net 
cost and value information for all legal reserve companies. It is 
ideally suited to the present needs of life insurance men. 


You Want The New 1932 “Digest” 
Get It Now! Use This Coupon 
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There has never been a time when 
you needed the tools of life insurance 
service, analysis of contents, rates, net 
costs, dividends, values, and even 
annual statements as you do today! 


Life Insurance is in the Spotlight 


Life insurance is more prominent today than 
ever before. More people are aware of its great 
stability than at any time in history, yet it is being 
analyzed, criticized and tested right now both as an 
institution and by individual companies as never be- 
fore. The life insurance agent today must be pre- 
pared for his policyholders’ and prospects’ questions. 


Mail to The National Underwriter Company 
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A SUGGESTED GUIDE 


Toward 


BUILDING A CLIENTELE 


A successful representative of the Equitable recently outlined his methods in 
building a group of satisfied policyholders. The persistency of this man’s business, 
particularly in these times, is remarkable. His renewal income is growing, his pol- 
icyholders are boosting for him, and the ultimate beneficiaries of the insurance 
which he was instrumental in placing will profit on account of the professional un- 
derwriting methods continually employed. We quote: 


“T select only responsible persons for my clients—those who will appreciate 
life insurance and who can pay the premiums, 


eS 
“Tn every case, I carefully analyze my prospect’s situation, attempt to pro- 


pose the right kind and amount of insurance, and to adopt a beneficiary settle- 
ment clause that actually fits the client’s requirements. 


= 

“Whenever possible, I secure an initial cash settlement with the application. 

The client who willingly pays the first premium in cash is more likely to appreci- 

ate his insurance and continue premium payments thereafter than the one who 
starts off wrong with a note settlement. 


“At the most important interview of all—delivery of the policy—I care- | 
fully explain the provisions of the contract so as to avoid future misunderstand- | 
ing and to influence my policyholder in appreciating the value of the insurance 
purchase. 





| 

— § — 

“T try to make a friend out of each of my clients, always keeping in touch 
with him through personal interviews, Christmas cards, birthday greetings, etc. A | 
well served and satisfied client is my greatest asset for I am then sure that he | 
is ‘boosting’ for me among his friends and acquaintances.” 


THE EQUITABLE 


LIFE ASSURANCE SOCIETY OF THE UNITED STATES 
393 Seventh Avenue New York 


Thomas I. Parkinson, President 
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Thirty-Sixth Year No. 23 





Aid to Agents Is 
Theme of Session 


Several Officials Stress Home Of- 
fice Cooperation at Under- 
writers Gathering 


PROMPT HANDLING VITAL 


President Linton of Provident Mutual 
Suggests Mortality Study for 
Period 1926 to Date 





By R. B. MITCHELL 


the 
important and 
Office 
semi- 
last 


Cooperation with companies’ 
an 
of the 


Association's 


forces was 


feature 


agency 
significant Home 
Life Underwriters 
annual meeting at Philadelphia 
week, 

The sessions were conducted by A. 
D. Reiley, Mutual Life New York, 
president of the association, and W. H. 
Dallas, Aetna Life, and W. F. Rohlffs, 


New York Life, vice-presidents of the 


of 


association. 

Papers dealing with this subject were 
presented by President W. LeMar Tal- 
bot, Fidelity Mutual; Second Vice-presi- 


dent Howard Goodwin, Phoenix Mu- 
tual, and Assistant Secretary Leigh 
Cruess, Home Life of New York. 
Talbot Presents Views 

Taking as his theme “The Sales 
Problem of the Underwriter,” Mr. Tal- 
bot urged his hearers not to let the 
technical aspect of their business ob- 
scure the human side. It is just as 
necessary, he said to “sell” a negative 


decision as it is to stand firm on it in 
the face of demands for acceptance or 
modification. 

Mr. Cruess approached the problem 
from the angle of the extreme value of 
speed in issuing policies, especially 
where extra information proved neces- 
sary. As proof of the importance of 
speedy issuance Mr. Cruess cited a sur- 
vey made in a company in which 500 
policies issued immediately were com- 
pared with 500 issued with some delay. 
The comparison showed that of the 
former group 14 percent were returned 
lor cancellation, while in the latter 
group 23 percent were returned for this 
increase of 74 percent in the 
, caused by delay. 


cause, 
} 


loss 


an 


Makes Recommendations 


Mr. 


tions 


that applica- 
_be handled by underwriters, 
avoiding the delay caused by having 
them handled by other officers whose 
non-underwriting duties would probably 
tertere; that all questionable points 
mM an application be cleared up at one 
ume rather than successively. For this 
ue recommended the use of a single 
Pending” file. 

le also recommended that the de- 
Partment of issue be under the under- 
\Titing department and directly re- 
sponsible to the underwriting head; 


Cruess suggested 


The United States Senate 
Senator La Follette’s motion to allow 
life companies a deduction of 3. per- 
cent on the mean reserve in computing 
their federal income tax, unless their 
interest assumption is 4 percent In 
that event, under the La Follette meas- 
ure, the deduction will be 4 percent. 
This is the system advocated by the 
Life Presidents Association. 

The Senate finance committee favored 
a 4 percent deduction except that if the 
interest assumption be less than 4 per- 
cent, the deduction be no greater than 


iv 


that assumption. It is estimated that 
the change sponsored by La _ Follette 
will cause a loss of revenue of $6,000,- 


000 as compared with what the measure 
of the finance committee would have 
produced. To balance this loss the Sen- 
ate restored the provision of the house 
bill imposing a tax of 5 cents on each 
$100 of sales of produce of future de- 
livery. 

The American Life Convention fa- 
vored the plan of allowing a deduction 
one quarter of one percent greater than 
the interest assumption except for those 
companies whose interest assumption is 
4 percent. Under the American Life 
Convention plan, 4 percent companies 
would have been allowed only a 4 per- 
cent deduction. 


La Follette’s Position 


The desirability of continuing the 
taxation basis which has been used 
since the revenue act of 1921 was 
stressed by Senator La Follette, who 


declared that the finance committee re- 
wrote the provision on the theory that 
there was a conflict of interest between 
the large and small companies, which 
he denied was true. 

“I am not interested in trying to re- 
duce the tax on life insurance compa- 
nies,” he explained, “but what I am con- 
cerned about is that the increased tax 
which is asked from these companies 
as their share of contribution under the 
present circumstances should, in far 
as possible, fall equitably upon the vari- 
ous types of companies doing a life in- 


50 


surance business. 


“Under the committee's 


finance 


should check up to see 
that no needless information is being 
requested; that agency cashiers and 
general agents should familiarize them- 
with their company’s require- 
in the case of aviation ques- 
tionnaires and the like. 

Medical examiners, also, should be 
made more familiar with the details of 
the company's requirements, such as 
knowing in what sort of cases the com- 
pany will want a certificate from the 
applicant’s attending physician. 


that someone 


selves 
ments, 


as 


Diplomacy Vital Trait 


Mr. Cruess stressed the importance 
of underwriting personnel. There are 
men whose underwriting judgment may 
be excellent, he said but who should 
not be in the underwriting department 
of any company because their manner of 
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Senate Adopts 3.75 and 
4 Percent Deduction Plan 


adopted | amendment the greatest inequalities are 


introduced into the proportion of in- 
creased tax which these various types 
of companies are asked to bear. Under 
the bill as it stands there is a variation 
in tax in mutual companies of an in- 
crease on the one hand of 62.2 percent 
and on the other hand, extending up to 
305.6 percent increase in tax over ex- 
isting law. 
Exact Justice Impossible 


“It is absolutely impossible to ask for 
an increased tax from life insurance 
companies doing business on different 
kinds of reserve bases and to secure an 
absolutely equitable distribution of that 
increase in tax between the respective 
companies transacting business upon 
these various reserve bases. However, 
I submit that under the amendment 
now pending, the difference in these 
companies would be an increase in tax 
from 40.9 percent on the one hand to 
96.8 percent on the other.” 

Opposing the amendment, 
Connally of Texas charged that “a 
great insurance companies in the United 
States have been escaping their just 
share of taxation, as compared with the 
smaller companies of the west and of 
the south.” 

The committee 


Senator 
few 


amendment, he as- 
serted, allows every company to deduct 
exactly what it pays out in reserves. 
“The question,” he declared, “is whether 
we are going to let the ten great, power- 
ful life insurance companies of the 
United States continue to enjoy a spe- 
cial treatment and a special privilege 
which the three and one-half and four 
per cent companies out in the south and 
the west, the smaller companies, which 
are struggling for existence, do not en- 
joy. We are giving a premium to the 
large and the powerful companies. 
Senator Walcott’s Idea 


The committee amendment would in- 
crease taxes by two or three hundred 
percent and is “absolutely confiscatory 
and unfair,” it was declared by Senator 
Walcott of Connecticut. He was joined 
by Senator Hebert of Rhode Island, 
who explained the manner in which re- 
serves are used and distributed, and at- 


tacked the “free interest” which has 
been referred to as a new term with 
misleading implications, 

The “real issue,” it was asserted by 


Senator Gore of Oklahomo, is between 
the old and large insurance companies 
on the one hand and the younger and 
smaller insurance companies, the three, 
and one-half and four percent compa- 
nies, and declared that the committee 
provision dealt with all fairly. This was 
denied by La Follette, who asserted that 


the committee amendment increased 
taxes disproportionately and that his 
group was merely endeavoring to fix 


rates so that the tax increase should be 
more equitably distributed. 

Senator La Follette was successful in 
having his amendment adopted by the 
senate, which immediately thereafter 
adopted the life provisions of the bill, 
following shortly with passage of the 


measure by a vote of 72 to 11. 
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Interest in Plan 
for Valuations 


Commissioner Dunham of Con- 
necticut Will Be Big Factor 
at Meeting 


FEELING VEERS HIS WAY 


Action of State Officials at the Forth- 
coming Chicago Conference Will 
Be Most Important 


HARTFORD, 
number 


June 2.—Sentiment 


among a of fire and casualty 


officials, which six months ago was 
largely critical of Commissioner H. P 
Dunham of this state for his adoption 


to 
be used by companies in the preparation 


of a formula for valuing securities 


of their 1931 annual reports, and the 
committee of the National Convention 
of Insurance Commissioners and sanc- 


tioned in the majority of states, is 
understood to be veering about, notably 
since the impression has gotten abroad 
that the valuation committee when it 
meets in Chicago June 22-24 to discuss 
the of values in the preparation 
of semi-annual statements, will in addi- 
tion to granting the right of amortiz- 
ing bonds save such as may be in de- 
fault of principal or interest, or both, 
consider adding the June 30, 1931 mar- 
ket values with those of like date this 
year and dividing the result by two. 


basis 


Fixing the Formula 


When fixing the rating 
1931 statements, the convention 
tioned the addition of values as of five 
quarterly periods ended Sept. 30, and 
dividing the total by five; the result 
being figures closely approximating 
those rulings on the last day of June, 
1931. In adopting this method the 
thought of the commissioners was that 
there would be a material increase in 
the value of companies average hold- 
ings before the end of the year. Such, 
however, did not prove to be the case. 
Since Jan. 1 last there has been a fur- 
ther decline in market values, hence it 
is regarded improbable that the 
method used in making up 1931 state- 
ments will again be recommended. 


Purpose in 


formula for 
sanc- 


as 


Personnel of the Committee 

G. S. Van Schaick, superintendent of 
New York, is chairman of the National 
convention's committee on valuation of 
securities; his associates being Commis- 
sioners Dunham, Connecticut; Brown, 
Kentucky; Gough, New Jersey; Boney, 
North Carolina: Fishback, Washington; 
Brown, Massachusetts; Armstrong, 
Pennsylvania; Hobbs, Kansas; Clark, 
Iowa and Hanson, Illinois. It is re- 
garded as a certainty that the views 
of Commissioner Dunham will be lis- 
tened to. far more sympathetically this 
year than was the case when the valu- 
ation question was up last September. 
Indeed some hold to the opinion that 
the Connecticut official “will write the 





ticket” at Chicago this time. 
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Excellent Program Provided 
for the Medical Meeting 


DR. L. G. SYKES WILL PRESIDE 


Pertinent Topics Will Be Discussed at 
the Section’s Gathering at 
West Baden 


The Medical Section of the American 
Life Convention has now made full 
preparations for its annual meeting at 
West Baden, Ind., June 7-9. Dr. L. G. 
Sykes, Connecticut General, is chair- 
man: Dr. H. W. Dingman, vice-presi- 
dent Continental Assurance of Chicago, 
vice-chairman, and Dr. M. I. Olsen, Cen- 
tral Life of Iowa, is secretary. Presi- 
dent John M. Laird of the American 
Life Convention will be on hand to give 
a talk and there will be greetings from 
the president of the Association of Life 
Insurance Medical Directors, Dr. C. L. 
Christiernin of the Metropolitan Life. 
A number of members of the executive 
committee of the American Life Con- 
vention will be present as well as other 
executives. There will be a number of 
technical papers given. One of the 
main subjects deals with cancer as it. is 
growing in importance from a life in- 
surance standpoint. Dr. J. B. Young 
of the Indianapolis Life will give the 
main address and there will be discus- 


sions. 


Dr. Segura Will Speak 


O. Segura, vice-president and 
medical director of the Lamar Life at 
Jackson, Miss., will give a paper on 
“Medical Examiners.” Dr. Segura now 
occupies a unique position. He is not 
only the medical director but he is head 
of the agency department of his com- 


Dr. J. 


pany. 

Actuary Valentine Howell of the Pru- 
dential will give a talk on “The Effect 
of Applicant Selection on Mortality. 
It is to be discussed by Assistant Vice- 
President W. H. Dallas of the Aetna 
Life. 

The officers and members of the ex- 
ecutive committee of the American Life 
Convention always go to the Medical 
Section meeting. Many other executives 
outside of the official family will be 


present. 


Canadian Agency Officers 
Make Conservation Topic 


Methods of conserving business, 
through redating of policies and other 
arrangements, were discussed in detail 
at the annual meeting of the Canadian 
Association of Life Agency Officers, 
held at Niagara Falls, Ont. The train- 
ing of field men for the specially com- 
plex problems of today was another 
important topic. R. F. McDonald, Can- 
ada Life, the retiring chairman, presided. 

New officers elected are: Chairman, 
Cc. A. Butler, superintendent of eastern 
agencies, Great West Life; secretary- 
treasurer, J. O. Gallow, Toronto; execu- 
tive committee, H. E. North, Metropoli- 
tan Life, Ottawa; E. J. S. Brown, 
Crown Life, Toronto; V. B. Harris, Sun 
Life, Montreal; A. Kinch, Manufactur- 
ers’ Life, Toronto; T, O. Cox, Excelsior 
Life, Toronto. 


Hawkeye Life in Own Building 


The Hawkeye Life of Des Moines is 
now in its own building at Seventh and 
High streets. The company. recently 
purchased the building and is occupying 
part of the second floor as its home of- 
fice. The second floor was remodeled 
and the company now has about twice 
the amount of space it formerly had in 
the Iowa building. 

A. R. Ingelman, president, reports 
that for the first four months of this 
vear the company shows an increase in 
issued business over 1931. 
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New President 











JOHN S. THOMPSON 


John S. Thompson, vice-president and 
mathematician of the Mutual Benefit 
Life, who becomes president of the 
Actuarial Society of America, has been 
very active in actuarial work and this 
organization. Prior to 1926 he was as- 
sociate actuary of the Mutual Life of 
New York. He is a graduate of the 
University of Toronto, receiving from 
that institution the gold medal in mathe- 
matics. 


Vacuum Oil Co. Completes 
Plan for Retirement Annuity 


The Vacuum Oil Company has com- 
pleted plans for a group retirement an- 
nuity affecting about 800,000 employes 
in the United States and Canada. The 
old private plan is revised and the entire 
program is taken over by the Metropoli- 
tan Life. To the annuities and death 
benefits provided by the privately op- 
erated plan for 12 years are added acci- 
dental death and dismemberment in- 
surance. The program provides protec- 
tion in case of death, accident, total and 
permanent disability and old age. 

The retirement annuity provides that 
men may retire at 65 and women at 55 
on a pension approximating 2 percent of 
their total pay after joining the plan. 
Present employes will be given an addi- 
tional annuity at no cost to them equal 
to 2 percent pay as of January, 1932, for 
each year prior service with the Vacuum 
Oil. 


Large Margin of Safety in 
Life Insurance Illustrated 


Illustrative of the margin of safety 
in life insurance even in these critical 
days is the report of one of the large 
eastern companies for the first four 
months of this year, which shows an 
excess of income over disbursements of 
$1,922,752. This company had income 
from premiums, investment, etc., of 
$11,019,837 in the first four months. Dis- 
bursements, including payments to pol- 
icyholders and beneficiaries, expenses, 
taxes, etc., amounted to $9,097,085. 

This company had cash on hand and 
in banks, April 30, of $1,763,526, as com- 
pared with $1,354,666 on Jan. 1, or an 
increase of $408,859. 

There was an increase in investments 
and other ledger assets, including pol- 
icy loans, after deducting investments 
matured or sold, of $1,513,892. Only 
one issue of $100,000 was sold and this 
was at a profit over cost. 
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Talbot Commends Human 
Quality to Underwriters 


POINTS OUT VITAL PROBLEM 


Fidelity Mutual President Says Sales- 
manship Is Needed Even in Tell- 
ing Agent of Rejection 


There is a definite sales problem in 
underwriting, Walter Le Mar Talbot, 
president Fidelity Mutual Life, Phila- 
delphia, told the Home Office Life Un- 
derwriters Association. 

The problem is that of developing a 
better understanding between under- 
writer and truly representative agents; 
of establishing a standard that always 
will stand the test of criticism and will 
permit the company to build its busi- 


ness soundly through acceptance of 
selected risks and protect against the 
ever present outside adverse selection, 


but at the same time to develop quali- 
ties of diplomacy and tact which will 
promote good will and friendly loyalty 
of the agency organization. 


Glad Old Days Are Gone 


He said he does not mean there 
should be an attitude of undue liberality 
in considering risks, but he is glad the 
old days of complete lack of home office 
and field cooperation are gone. 

In those days suspicion even was di- 
rected against company employes 
who were at all friendly with employes 
of other companies. When circumstances 
brought such persons together in the 
past they withdrew into their shells. 
Trade secrets were jealously guarded. 
Mr. Talbot said the underwriters’ or- 
ganization can and undoubtedly will 
exert a powerful influence in building 
the life insurance structure. 

“Undoubtedly all companies feel the 
need for a greater degree of uniformity 
in the selection of risks,” he said, “and 
while you may not be expected entirely 
to surrender your personal opinion any 
more than do lawyers or the doctors— 
and, I might add, the life company ex- 
ecutive—nevertheless, through close and 
impersonal relationship much may be 


accomplished in the direction of this 
uniformity. 
Urges Human Viewpoint 


“There is one thing, however, I urge 
with great earnestness that you guard 
against: Do not allow the _ technical 
aspects upon which your decisions are 
based to obscure the human qualities 
upon which you should draw in voic- 
ing these decisons. Never lose sight of 
the fact that it is just as important for 
you to ‘sell’ a negative decision as it is 
for you to stand firm in the face of pres- 
sure to modify or reverse that decision. 

“The composite of any agency is a 
man who means to be honest with his 
company but who finds it possible to 
tell the truth attractively and to the 
advantage of his case. He wants action 
and he wants it quickly, unless it is an 
adverse action. To give this man a 
flat ‘no,’ without apparent personal in- 
terest in his disappointment, is not to 
meet the situation as it should be met 
nor to cultivate his cooperation in fur- 


ther relations. Salesmanship of high 
order is clearly demanded in all such 
cases. 


“It is not sufficient to be just and im- 
partial and conscientious in your duties. 
It is just as much your job to upbuild 
the loyalty, confidence and enthusiasm 
of the agency body as it is for the 
agency department to do so. Deliber- 
ately cultivate the diplomacy which will 
increase your influence upon the agency 
force and thus simplify your problems.” 


Ask Hoover to Return Bill 
President Hoover has been requested 
by Congress to return the bill requiring 
insurance companies incorporated in the 
District of Columbia to. maintain princi- 
pal offices there, in order to clarify the 
measure. 
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Better Methods Are Key to 
Sales Situation This Year 


PLANNING DEEMED ESSENTIAL 
Vice-President Stevenson of Penn My. 
tual Gives Sound Advice to Bos- 
ton Underwriters 


There is no question that more lif 
insurance can be sold now than ever 
before if underwriters maintain better 


time control, prospecting methods and 
sales technique, Vice-President J. A 
Stevenson of the Penn Mutual told the 
Boston Association of Life Underwrit- 
ers at a luncheon. 

It is true that extensive research by 
companies has indicated it is necessar 
to have approximately 25 per cent more 
interviews now than in 1929 to produce 
the same amount of business; that ip 
addition to financial conditions, the at- 
titude of many companies on large cases 
and their effort to better mortality fig- 
ures have placed an extra load on pro- 
ducers’ shoulders, he said. Yet he js 
confident these difficulties can be offset 
by better sales methods and by an “un- 


shakable faith in the marvelous _insti- 
tution of life insurance.” 
How to Strike Balance 


Mr. Stevenson, speaking on “Balanc- 
ing the Sales Budget,” said there are 
three steps to take—to face facts to get 
a correct picture of the existing situa- 
tion, to review past experience in order 
to estimate probable income and ex- 
penditure, and to balance income and 
expected outgo. 

Time control requires planning each 
day’s work in advance so during busi- 
ness hours the underwriter need not 
wonder where to go next. This plan- 
ning should be on the basis of prospects 


who probably can pay for the insur- 
ance, he said. 

Mr. Stevenson declared there are 
plenty of people making money this 


year, and 95 percent of them need mor 
life insurance. Their names, he said 
will not drop into the underwriter’s la 
from the skies, but they can be obtained 
from friends, policyholders and_ other 
contacts. 

Better sales technique this year pre- 
supposes use of organized sales talks, he 


said. All successful salesmen now use 
these. The spell-binding talk which s¢ 
cured a signature on the dotted line 
“before the prospect returned to con 


sciousness” is fast fading from the pic- 
ture, he said, and it is being replaced 
by a talk developing the present in- 
portant points about the plan proposed 
completely, clearly and in logical order 
It is necessary that the underwriter 
today be philosophical about conditions 
and thankful they are not worse; that 
he look upon conditions as a challeng 
and not a catastrophe. The fact that 
a great deal of hard work is require 
to make any headway this year is of- 
set by the fact that in many other busi 
nesses unceasing hard work is required 
merely to reduce losses. There may be 
many people who cannot pay for life in- 
surance, but those who have money art 
easier to sell, Mr. Stevenson said. 


New Slide Films Issued 


The Life Insurance Sales Resear! 
Bureau has issued a series of slide films 
illustrating the uses of life insurance 
for mortgage protection, for the young 
man, for the business woman and 4 
good property. A skeleton sales talk for 
use with each unit is also provided. 


New Pacific Coast Lineup 


Following the retirement of Stanle! 
Henderson, manager for the Imperi@ 
Lief of Canada at Vancouver, B. C. F 
B. Bollert has been appointed manage 
there and K. F. Ferguson has Dee! 
made manager of a new office opene 
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Big Attendance at 
Pennsylvania Days 





Registrations at Pottsville Session 
Surpass Last Year’s by 
Wide Margin 


WwW. E. ROEHRS REELECTED 


Philadelphia Man Again Chosen as 
President of Insurance Federa- 
tion of Pennsylvania 


NEW FEDERATION OFFICERS 


President—W. E. Roehrs, Mather & Co., 
Philadelphia (reelected). 

First Vice-President—H, G. Scott, vice- 
president Reliance Life, Pittsburgh. 

National Councillor to U. S. Chamber 
of Commerce—M,. H,. Diffenbaugh, Lanc- 
aster. 

Treasurer—J. D. Pharaoh, 24., 
pendence Indemnity, Philadelphia. 

Secretary-Manager—Homer W. Teamer. 


Inde- 


By FRANK A. POST 

With nearly 500 registered, Pennsyl- 
yania Insurance Days at Pottsville last 
week set a high mark for attendance, 
despite existing business conditions. The 
attendance last year at York, one of the 
most successful meetings ever held, was 
about 400. 

Every session from the opening lunch- 
eon, the setup entirely 
inadequate for the crowd, to the banquet 


where proved 


which closed the meeting, with Gover- 
nor Gifford Pinchot of Pennsylvania and 
Bernt Balchen, famous aviator and polar 
explorer, as the speakers, was well at- 
tended and interest ran high. 

There was an abundance of valuable 
material for insurance men of every 
class, ordinary and industrial life, frater- 
nal, stock and mutual fire, casualty and 
surety, commercial and industrial acci- 
dent and health each having a round 
table session for discussion of its own 
particular problems. 


Life Insurance Well Represented 


_Life insurance men were in the de- 
cided majority at the meeting. The 
industrial life sales congress had the 
largest attendance of any of the group 
sessions, with nearly 300 on hand. W. 
J. Bradley, publicity manager Home 
Life of Philadelphia, was chairman. He 
emphasized the enormous contribution 
imdustrial life agents have made to the 
social and economic welfare of the na- 
ton by making the public 
conscious, 

A. E.N. Gray, assistant secretary Pru- 
dential, who is in great demand as a 
sales congress speaker, talked on “The 
Lesson They Left Out.” He outlined 
some of the modern methods of sales- 
manship which must be used by indus- 
trial as well as ordinary life men in 
order to keep up production in these 
trying times. 

E. J. Llewellyn, field supervisor John 
Hancock Mutual Life, Philadelphia, 
spoke on the vital need for conservation 
etorts in view of the heavy loans and 
lapses caused by the economic reverses 
ot the past two years. He said that 
some of the industrial men who entered 
the business in the peak years of pros- 
perity are having difficulty in adjusting 
themselves to present day conservation 
requirements. He emphasized that busi- 
h€ss written originally in a superficial 


manner, and not thoroughly sold, is 
much more likely to lapse. 
John H. Rees, publicity director 


Ploniat Life, was the last speaker, on 
‘ rhe Cart Before the Horse.” He said 
seed ever since the war many people 
ave fallen into the habit of expecting 


insurance- | 





LIFE INSURANCE EDITION 





Reduction of Policy Loan 
Interest Being Discussed 


The more or less academic proposal 
to reduce interest on policy loans from 
6 percent to 54%—some actuaries even 
favoring 5—in the hope of lightening 
the burden of policyholders who have 
in force substantial policy loans, is one 
of the interesting questions of the day 
upon which opinions are sharply divided. 

Proponents of the plan urge that the 
reduction is entirely logical in view of 
reduced earning rate of companies gen- 
erally below 6 percent, and that any- 
thing which can be done to cut the 
overhead on a policy is a step in the 
right direction, away from the almost 
inevitable lapsation which is being ex- 
pericnced as charges eat up equities. 

Might 


Eneourage Loans 


On the other side it is argued that 
4 lower interest rate on policy loans 
would encourage loan applications and 
very easily might make the situation 
worse. The question was discussed pro 
ind con at the meeting of the Actuarial 
Society of America, and it was taken 
up again at the May meeting of the 
Chicago Actuarial Club. 

It is safe to say that majority of ac- 
tuaries are opposed to the plan, although 
loans 


many companies are continuing 
in force on old policies written with a 
5% percent loan rate, and at least one 


very large eastern company, the Trav- 
elers, is carrying policy loans at the 
lower rate, payable in advance, however. 
Debate Several Proposals 
There were several suggestions for 
remedying the policy loan situation de- 
bated in the Chicago club. One was to 
extend the 90-day period permissible 
in most loan agreements within which 
time the cash may be withheld by the 
company if this action seems advisable. 
There is some question as to the law 
on this point in various jurisdictions. 
However, generally there appears to be 
only a statutory limitation as to mini- 
mum and none as to maximum. 


business to come to them and that the 
man who expects to make a living in 
any other way than by hard work and 
working toward a definite goal is put- 
ting the cart before the horse. 

Ordinary Life Group Enthusiastic 

The ordinary life men also had a large 
and enthusiastic meeting. E. R. Ecken- 
rode, general agent Penn Mutual at 
Harrisburg, was in charge and a prac- 
tical demonstration of some sales ideas 
that have been used with great suc- 
cess was given by C. A. Thipner, 
educational supervisor of the Eckenrode 
agency. The plans he suggested were 
received with great interest and the 
questions and comments continued for 
35 minutes. 

Mr. Eckenrode advocated making 50 
calls per week. Records of his agency 
show, he said, that when producers in- 
creased the number of calls from 45 to 
50 a week, their actual results were im- 
proved 33 percent. A group of men 
making 45 calls had 27 interviews, 12 


sales talks and completed 12 applica- 
tions; while another group making 50 
calls, had 29 interviews, delivered 12 


sales talks and closed three applications. 
Increasing calls by 10 percent, he pointed 
out, gives much more than 10 percent 
additional advantage. He said the addi- 
tional 10 percent acts similarly to the 
last 15 pounds of steam in a 200 pound 
boiler, for 185 pounds of steam will 
run the machinery at the regular pace, 
but the last 15 pounds add 33 percent 
to speed and efficiency. 
One “App” for Five Sales Talks 


Mr. Eckenrode said that in his agency 
all reports are scrutinized to determine 
whether the agent made first, second, 
third or fourth call, whether the call 





There are a number of companies 
which are not sending policy loan drafts 
promptly, and this expedient was an- 
other proposed at the Chicago club's 
meeting. Two reasons are advanced by 
companies which have adopted this 
practice as a result of the heavy cash 
drain they have suffered in the last year 
or two: To discourage policyholders 
from making loans except in dire emer- 
gency, and, frankly, to permit time to 


obtain the cash without selling securi 
ties on the low present market. 
Surrender Charge Plan 

\ third suggestion which appeared 


to be generally favored in the Chicago 
club but also is complicated by doubt as 
to legal aspects, is to modify surrender 
charges so there will be a larger charge 
on cash value than on paid up and ex- 
tended insurance. This it is hoped 
might deter policyholders from sur- 
rendering for cash where any excess 
over policy loans existed, but it obvi- 
ously does not strike to the heart of 
the main problem, which is: What to 
do with maximum loan policies? 

The present policy loan situation has 
reached a stage of grave importance 
never before realized in life insurance, 
and for that reason actuaries and execu- 
tives are finding it an enigma. They 
have no previous experience, precedents 
and experiments upon which to go. 
Consideration of any plan proposed, 
therefore, perforce must be almost 
purely theoretical. 

The officials hesitate to put any plan 
in force, because time may prove it was 
the last one in the world that should 
have been adopted and great harm 
might be done. It is also probably true 
that a considerable period would be re- 


quired to determine effects, and by the 
time these were seen clearly it might 
be too late to correct the method—at 
least in so far as business now on the 
books is concerned. 

resulted in an interview or sales talk 


and whether he secured the application 
The experience of his agency, he de- 
clared, shows an average of one applica- 


tion to each five sales talks. 
Mr. Eckenrode said that his agency 
subscribes to ten insurance journals 


Agents are assigned to read them and 
discuss the articles at the magazine 
meeting of the agency. 

C. F. Jekel, president Pennsylvania 
Fraternal Congress, was in charge of 
the fraternal round table. The speakers 
were J. W. Beddow, Woodmen of the 
World; H. B. Meixel, Grand Fraternity; 
Fred A. Service, Protected Home Circle, 
and John S. Spicer. 


Sessions Open With Luncheon 


The second day was devoted entirely 


to round table sessions, the only gen- 
eral meetings being on the first day, 
starting with a luncheon session. W 


E. Quinlin, Prudential superintendent in 
Pottsville and general chairman of the 
convention committee, gave the address 
of welcome, and J. Dallas Smith, Globe 
Indemnity, Philadelphia, responded. 
Philip Sterling, chairman ways and 
means committee of the lower house of 


the Pennsylvania legislature, spoke on 
“Insurance and the Legislature.” He 
said that the greatest interest of insur- 


ance was in “the laws we have escaped,” 
bills that were killed or vetoed. He re- 
viewed some of the ways in which 
measures of this sort get before the law- 
makers and in that connection urged 
that insurance interests “settle their 
disputes at home” instead of taking 
them before the legislature 

W. E. Roehrs of Mather & Co., Phila- 
delphia, president of the Insurance Fed- 
eration of Pennsylvania, reviewed briefly 

(CONTINUED ON PAGE 13) 
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Inter-Southern 
Plan Approved 


Kentucky Home Life to Reinsure 
Business—Organizers Not 
Identified 


LIEN SYSTEM OUTLINED 





Arrangement Contemplates Five Year 
Voting Trust Agreement for the 
Missouri State Life 


LOUISVILLE, June 2.—One report 
in that Federal Judge Charles tI, 
Dawsen of Louisville has consented 
to become chairman of the board of 
the Kentucky Home Life. He is be- 
lieved to be active in the promotion 
of that company. Judge Dawson, it 
will be reenlied, was scheduled for 
the presidency of the Missourt! State 
Life, but when an arrangement was 
not perfected for trusteeing the Mis- 
sourl State stock held by the Mix- 
sour! State in his behalf, so that he 
would be assured of at least a five- 
year tenure, he declined the post and 
Ww. T. Nardin was elected. 

Incidentally, the voting trust 
agreement, under which the Missourt 
State stock will be handled In con- 
nection with the Kentucky Home 
Life deal, is about the same setup as 
that which Judge Dawson originally 
desired, 

If this arrangement had been com- 
pleted earlier, it would have cleared 
the way for his acceptance of the 
Missour! State position, but probably 
now it ix too late, 


LOUISVILLE, June 2.—The Inter- 
Southern Life will be taken over by a 
new company to operate as the Ken- 
tucky Home Life of Louisville, which 
will be incorporated within the next 
few days with capital and surplus of 
not less than $1,000,000, with officers 
and directors selected from Louisville 
and Kentucky men. 

Judge Ford of the Franklin county 
circuit court at Frankfort authorized a 


deal for formation of this company to 
take over and administer the assets of 
the Inter-Southern. The action fol- 
lowed recommendation of the company 
receivers. 

lhe proposition was submitted by B. 
S. Washer, Louisville attorney, repre- 
senting undisclosed clients. 


Under the provisions of the contract 
the Kentucky Home Life will assume 
payment of accrued, unpaid death 
claims of the Inter-Southern, and will 
take over the latter's assets. 


Retain 60 Percent Lien 


\ lien will be retained by the new 
company of 60 percent of the loan or 
cash surrender value of Inter-Southern 
policies, the lien to be discharged over 
a period of 20 years, or sooner, if the 
insurance department's examinations in- 
dicate that it can be safely accomplished 

Forty percent of the loan or cash 
surrender value of policies will be free 
of the lien, but a three year moratorium 
period is set up during which no policy- 
holder may demand any payments on 
the unencumbered loan and cash sur- 
render value of the policy. 

This is paramount to a 
lien for three years; and 
lien for 20 years. 

Under this program the policyholder 
will subject to 6 percent interest 
against the amount of the lien on his 
policy, which over a three-year period, 


100 
60 


percent 
percent 


be 


if compounded semi-annually, would 
amount to 23.8 percent. 
The program calls for payment of 


death claims in full, but would during 
(CONTINUED ON PAGE 11) 
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Fi bs 
) , is 
.| ay FATHER who bought a $5,000 Family 
3 (A | Income Policy (Income Period 10 years) 5 
5 - 4 with Double Indemnity was killed acci- ig 
Ey ¢ t] dentally 7 months later. He is survived [5 
| by his wife and a son who has not yet completed his > 
E education. ‘ 
%) s 
EY The widow has received $5,000 for Double In- is 
&| demnity; and checks of $50 each, plus excess in- : 
F| terest, for every month since her husband’s death. 
: She will continue to receive $50 a month until this 
—| income has been paid for 9 years and5 months from {3 
= the date of her husband’s death, when the Income E 
&| Period ends. She will then receive $5,000 in cash, § 
‘| the face of the policy. The monthly income will 
=| thus run for the Period during which her son is [ 
k securing his education. i 
: k 
Ey TOTAL PAYABLE TO BENEFICIARY UNDER THIS : 
5 $5,000 FAMILY INCOME POLICY WITH é 
3 DOUBLE INDEMNITY is 
EY is 
3 Double Indemnity ........... nuseiniael $ 5,000 e 
3) Guaranteed Monthly Income........ .... 5,650 fe 
= ee i dv edeheene de ... 5,000 e 
Ey Guaranteed Payments ........ setewul $15,650 : 
a TE SEED cicciviccaccavevccccsse = EEO ie 
2 Total Payments to Beneficiary... .. .. $16,550 e 
2 Total premium paid.................. 258.25 e 
EY *Based on 1932 interest rate s 
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Policy is, as this case so. — && 
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: well illustrates, admir- " 
Fi ably adapted to the #& 
: needs of a wife who will 3 
3 have to support minor 
i sons or daughters for a s 
Ey period of years and pro- . 
Fy vide for their education. = 
4 bs 
: HOME OFFICE BUILDING i 
| NEW YO : 
| INSURANCE COMPANY | 
: 51 MADISON AVENUE, NEW YORK, N. Y. : 
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AS SEEN FROM NEW YORK 





VALUATION COMPROMISE VITAL 


One of the important insurance exec- 
utives, who is a student of the invest- 
ment phase, .expresses the opinion in- 
formally that any compromise in the 
basis for valuation of securities for pur- 
poses of the mid-year statement, should 


take into consideration book value, 
earnings and dividends. This executive 
feels that a liberal compromise must 


be reached, that the greatest consid- 
eration must be shown those companies, 
which have taken steps to put their 
houses in order, either by reducing capi- 
tal, omitting or reducing dividends, cut- 
ting salaries and other expenditures, 
and improving the character of their 
business. He feels that to apply the 
measuring rod of current prices to in- 
surance companies would be disastrous 
and that if this were done to insurance 
companies, there could be no excuse for 
not doing it to banks. 

This executive believes that it was 
unfortunate that values as of June 30, 
1931, were used as the basis of the an- 
nual statements. The permissible val- 
ues, he feels, should never have been 
designated as anything else but average 
By using June 30, 1931, figures, com- 
panies are now nominally in what ap- 
pears to be an unjustifiable condition. 
The basis is decidedly anachronistic. 

The new valuation formula, he feels, 
would be perfectly realistic if it were 
based on the factors of book value, 
earnings and dividends. Eight times 
earnings has always been considered a 
conservative estimate of the value of a 
stock and if this factor were applied to 
the earnings over a period of five years, 
for instance, he feels that the valuation 
that would be put on stock would not 
be excessive. 

x * x 
WILL ENTER NEW YORK 


The Continental American Life of 
Wilmington, Del., is so shaping its af- 
fairs as to make its charter compatible 
with the New York laws and it will 
apply for a license in a short time in 
the state. The late Philip Burnet, 
founder of the company and its presi- 
dent until he died, had this idea in mind 
and his associates are carrying out the 
plans outlined. The stockholders ‘have 
voted to amend the articles of incor- 
poration to meet the New York require- 
ments. They provide that the certificate 
will set forth its method of dividing the 
underwriting or insurance profits be- 
tween stockholders and policyholders. 
Under the amendment, the incorpora- 
tion certificate now provides that the 
total profits to stockholders will not be 
more than the sum of first, interest 
earned on capital and stockholders’ sur- 
plus; second, all of the profits arising 
on non-participating insurance, and 
third, a part of the profits arising on 
participating insurance, such parts being 
limited to not more than 50 cents per 
year per $1,000 of participating insur- 
ance in force and being further limited 
to not more than 5 percent per year on 


the total of outstanding capital stock 
and stockholders’ surplus. 
* * * 


REPORTS ON MAY BUSINESS 


The May paid-for business of the J. 
S. Myrick office of the Mutual Life of 
$2,243,000 as compared 


New York was 

with $3,312,750 for 1931. The year to 
date total is $12,578,027 as compared 
with $17,820,205 for 1931. The R. H. 


Keffer agency of the Aetna Life paid 
for $1,100,907 in May as compared with 
$2,212,365 for 1931. The year to date 
total is $9,896,738 as compared with 
$12,278,602 for 1931. 
6. ss 
TIME GIVEN TO CONSERVATION 


An outstanding producer here whose 
new business is being hit by the de- 
pression has adopted the experiment of 
deliberately devoting a very consider- 
able amount of his time to conservation. 





By R. B. MITCHELL 





He is undertaking it frankly as an ex- 
periment. He says he doesn’t know 
whether it will pay him in the long run 
or not. He is in a good position to 
carry on this experiment, however, for 
his renewals are large and with reason- 
able success his conservation efforts can 
be relied on to carry him along finan- 
cially. The outcome should be inter- 
esting, as most agents feel that the ne- 
cessity for keeping their old business 
on the books is something they would 
rather not be bothered with and con- 


sider it in the nature of a necessary 
evil. 
* * * 
W. H, BENDER NAMED MANAGER 
W. H. Bender, Jr., formerly agency 
manager in Chicago of the Equitable 
Life of New York, has been appointed 


to a similar capacity in New York City. 
He has been with the Equitable since 
1913 except for two years when he 
served in the war. He became man- 
ager in Chicago in 1926, and has always 
been an outstanding personal producer 
* oo = 
ROAD TO LIFE INSURANCE 


public’s increasing demand for 
annuities is sometimes a sign that ad- 
ditional life insurance can be sold to 
them, certain agents have found. They 
have found that in many cases where 
the prospect, is interested in an annuity 
he can accomplish the same end to bet- 
ter advantage by using life insurance 
s & 8 
PAYMENTS IN GOLD 


The 


Several cases have come up here in 
which the applicants for life insurance 
have tried to provide that payments to 
beneficiaries should be in gold. This 
situation also arose a number of years 
ago and at that time several companies 
were willing to make such a provision 
in their policies where requested. 


Shifts Woody to Baltimore 


Equitable of New York Promotes One 
of Its Unit Managers at 
Kansas City 








KANSAS CITY, MO., June 2.—W 
V. Woody, five years unit manager with 
the A. M. Embry agency of the Equtt- 
able of New York here, has been pro- 
moted to the position of agency man- 
ager at Baltimore. He succeeds H. 5 
Miller, who will return to personal pro- 
duction. Mr. Miller formerly was asso- 
ciated with the Equitable at Jefferson 
City, Mo. 

Mr. Woody, during his five years’ unit 
managership, developed a group that 
last year led the Equitable in the United 


States. An outstanding organizer, Mr 
Woody has evolved some very effective 
methods in the development of man- 


power and the sale of life insurance. 


Mr. Woody's unit has been divided 
into three parts, with “Les” Johnson, 
J. E. Stocking, and Byron Cecil — 

Mr 


heading one unit as unit manager. 
Johnson has made a record as a per 
sonal producer, as has Byron Cecil, who 


also has been active in securing new 
agents. Mr. Stocking has had a number 
of years’ experience with the company 
in Kansas City. Mr. Stocking will be 
assisted by Paul Seymour of Leaven- 
worth; Byron Cecil by F. L. McAnaw, 
Excelsior Springs, and Mr. Johnson by 


Leon Fink, Kansas City. 


Hearing This Week 


The Ohio insurance department has 
set June 3 as the date for oral argu 
ments in the case of the Equitable Life 
of New York, against which complaint 
has been filed in connection with its 
issuing loans on real estate along wit! 
life insurance policies. 
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There has to be a reason for such a record. Achievements like this 
just don't “happen” in the life insurance business. True, these men 
had to be good, the products they offered had to be right, their work 
had to be unusually profitable to them, and they had to have real 
co-operation from the home office. 


These men have gained financial independence . . . realized through 
the contract they hold with this company. 
we offer all our representatives . . . a contract that assures, in addition 
to the usual compensation, an EXTRA REWARD . 
Salary—a guarantee of financial independence to life insurance men 
of character and ability. 


A limited number of openings in Massachusetts, New Jersey, Pennsylvania, Delaware, 
Maryland, District of Columbia, Virginia, West Virginia, and Obio. Address your com- 
munication to George A. Martin, vice-president. 


ONTINE 
LIFE INSU 


Wilmington 


RIGINATORS 








It is the regular contract 









NCOME 








Standing, left to right: William S. Carmine, Cambridge, Md.; Frank V. Simpers, Chestertown, Md., Harland W. Huston, Salisbury, Md.; Carl C. Twigg, 
Westminster, Md.; ]. Graham Shannaban, Baltimore, Md_; James C. Godwin, Easton, Md 
Cheyney, Philadelphia, Pa.; Dabney M. Wharton, Wilmington, Del; Ellsworth C. Burt, Annapolis, Md 

> 


PROFITABLE WORK 


HAT is the record of these ten men—the “Old Guard" of the 

Continental American! Each one of these men has continuously 
represented this company for twenty years or more. We are proud 
of them and proud of their record. 


Albert M. Walls, Salisbury, Md; Arthur B 





EXTRA REWARD 


em tte 
ee 


— 


Send for copies of both of these book- 
lets—“An Extra Reward for the Life In- 
surance Man of Character and Ability" — 
“The Distinctive Position of the Conti- 
nental American Life Insurance Company" 


AMERICAN 
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What “All-Ways’ Means 


Every day more and more of the thousands of 
B. M. A. policyholders are learning the real interpreta- 
tion of the word "All-Ways." They find it has a sig- 


nificance never before fully recognized. 


When a B. M. A. salesman sold Abraham Lerner 
of Detroit, Michigan, an "All-Ways" policy in 1927, 
Mr. Lerner liked the idea of having his Life, Accident 


and Health protection all in one contract. 


But never did he truly appreciate what "All- 
Ways" meant until he became disabled by Arterio 
Sclerosis in January, 1928. Then he found it meant a 
steady income for himself and his dependents, without 
in any way affecting the life insurance he had pro- 


vided. 


For his disability he re- 
eee s: $5,606.66 


($200.00 a month for confin- 
ing sickness — $100.00 a 
month for non-confining 
sickness) 


At his death in February, 


Had his disability been caused by accident, the 


1932 


. his family received 


under the Life feature of 


a ere 


1,898.00 





iene $7,504.66 


policy would have protected him the same way. 


BUSINESS MEN’S ASSURANCE 


“It Pays All-Ways” 





COMPANY 


Kansas City, Missouri 


Study Effects of 
Economic Stress 


Operation Under Present Condi- 
tions Interests Life Office 
Management Association 


SPECIAL CHICAGO SESSION 


Smaller Companies Especially Con- 
cerned Over Trend of Times— 
Manly Sounds Keynote 


«The Chicago special conference of 
the Life Office Management Associa- 
tion was attended by representatives 
of 45 life companies and was of par- 
ticular interest to executives of smaller 
companies. The two-day conference 
devoted to “Organization and Manage- 
ment Problems of the Small and Me- 
dium-sized Companies,” was opened by 
Association President L. C. Ashton, 
vice-president Provident Mutual, who 
turned the meeting over to the general 
chairman, E. C. Wightman, controller, 
Lincoln National. : 

Frank P. Manly, president Indian- 
apolis Life, delivered the opening ad- 
dress, analyzing many problems which 
face the life business today as a conse- 
quence of the economical disturbance. 
He commented upon the responsibili- 
ties of home office executives in coping 
with the many unusual situations which 
tend to compromise the high ethical 
standard which the life business has 
attained. Particular attention was 
called to the dangers inherent in the 
present situation through the switch- 
ing of business and the proselyting of 
agents from other companies. 


Report on Methods Used 


i 

W. D. Owens, vice-president and sec- 
retary Lamar Life, presented his com- 
mittee’s report on “Advantages and Dis- 
advantages of the Various Methods of 
Collecting Premiums and Paying Com- 
missions in the Small and Medium-sized 
Company.” The various methods—di- 
rect by home office, through branch 
offices and through agencies—were 
given consideration, together with 
the problems involved in decentral- 
izing premium collections and the de- 
veloping of collection offices in small 
companies. W. F. Hagerman, auditor 
Minnesota Mutual and W. G. Southern, 
vice-president Southeastern Life, pre- 
sented papers outlining the methods 
used by their respective companies. 
The Monday afternoon session was 
under the direction of A. T. Lehman, 
actuary Detroit Life, who also presided 
at the discussional conference. Richard 
Boissard, vice-president the National 
Guardian, opened the session with a 
very interesting treatise of “Methods 
Used to Draw Up a Monthly State- 
ment” and outlining the method used 
by his company for the past ten years. 
“Management Control in Small or 
Medium-sized Company” was covered 
in three separate papers. A. E. Smith, 
comptroller, Security Mutual (N. Y.) 
“General Operating Statistics”; F. G. 
Wolfinger, secretary-treasurer Central 
Life of Iowa, discussed “Agency Oper- 
ating Statistics,” while E. C. Wightman, 
controller Lincoln National, discussed 
“Budgeting and Standard Costs.” “If 
we are to have anything approaching 
truly scientific management,” he said, 
“the early adoption of cost accounting 
based on the principle of ‘standard’ 
costs, supplemented by scientific budg- 
eting, would seem to be an absolute 
requirement.” 





Made Chairman 












Cc. A. BUTLER 


C. A. Butler, superintendent of east- 
ern agencies of the Great-West Life, 
will guide the affairs of the Canadian 
Association of Life Agency Officers for 
the year, having been elected chairman 
of the executive committee. He has 
served on the executive committee for 
some time. 








perience in Small and Medium-sized 
Company Organization Structure and 
Routines” was the subject of an ad- 
dress by A. A. Rydgren, president Con- 
tinental American Life. “I think it is 
opportune,” he said, “to congratulate 
ourselves on the spirit of the times we 
live in—a _ spirit of helpfulness and 
good will,—a spirit evidenced by the 
eagerness of competitors to share with 
others the triumphs of skill and in- 
genuity and to warn others against 
costly mistakes. This spirit is com- 
paratively modern. It hardly began to 
be felt 25 years ago. Our own associa- 
tion has been a tremendous influence 
in recent years in accelerating and 
broadening this spirit of cooperation. 
The older companies did not, in their 
early days, have the opportunity that 
we have today of benefiting from the 
experience of more mature competitors. 
And so, as we examine into the per- 
sonnel, the organization structure, and 
the systems, records and routines of the 
older companies, end occasionally find 
unsatisfactory conditions, we should 
bear in mind the conditions existing 
at the time those policies or principles 
were established and should be fully 
aware of the tremendous power of tra- 
dition, of inertia—a power which be- 
comes stronger and stronger with ad- 
vancing age and size,——and we should 
congratulate ourselves on our own good 
fortune in being privileged to look for- 
ward to the future through the help of 
the older and larger companies and thus 
to be able to guide and direct these 
powerful forces of tradition and inertia 
to the advantage of our respective com- 


panies.” 
Use of Punched Cards 


“The Possibilities and Limitations of 
the Use of Punched Cards in the Small 
and Medium-sized Company” was de- 
veloped by a committee directed by R. 
A. Yarcho, vice-president and comp- 
troller Royal Union Life. Individual 
papers by Mr. Yarcho, W. B. Irons, 
secretary Federal Reserve Life and H. 
J. Hornberger, actuary Great Northern 
Life, outlined the application of punched 
cards in their own offices. Discussion 


of costs and advisability of installations 
in various office procedures brought out 
that many installations are not proft- 




















“Benefiting by Large Company Ex- 


(CONTINUED ON PAGE 11) 
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Group Insurance 
Maintains Pace 
Vice-President Graham of the 


Equitable Tells About 
Year’s Record 


ANNUITIES SHOW GROWTH 


Total Amount in Force Greater Now 
Than at the End of Boom 
Period 





NEW YORK, June 2.—“Those look- 
ing for encouragement on employment 
conditions may find some of it in the 
manner in which group insurance is 
holding its own,” said W. J. Graham, 
vice-president of the Equitable Life of 
New York, in reporting more than 
$100,000,000 of paid-for new group in- 
surance business by the Equitable for 
the first five months constituting a new 
high record for the five-month period. 
He said: 

“Remembering that group insurance 
is carried on employes actively at work, 
it is gratifying to note that the premium 
income received by the Equitable for 
the first five months on all forms of 
group insurance totals $10,356,484 as 
against $8,302,883 and $7,758,814 for 
the corresponding periods respectively 
in 1931 and 1930. This premium in- 
come includes not only group life, but 
group accident and health insurance, 
which pays indemnity for loss of the 
pay envelope through temporary dis- 
ability, and group annuity policies, 
taken for the purpose of pensioning 
the superannuated employe. 


Growth of Group Annuities 


“The growth in group annuities is 
particularly notable. A large number 
of group annuity cases have been placed 
this year and the Equitable has com- 
pleted negotiations with one great na- 
tional institution, which will shortly an- 
nounce a pension plan for employes to 
be effective July 1. Other important 
group pension cases recently completed 
include the Standard Oil Company of 
Nebraska and the Gilmore Oil Company 
of Los Angeles, both of which have 
insured their pension plans with the 
Equitable Life. The outstanding pen- 
sion case of the year is, of course, the 
Standard Oil Company of New Jersey, 
which has perfected and completely 
iunded its old-age protection plan, add- 
ing to it Equitable group insurance for 
the further protection of their workers. 


Volume in Force Maintained 


, Lhe record of group insurance with 
all companies sustains the figures of 
the Equitable and will show approxi- 
mately $300,000,000 of new business for 
the five months. More gratifying is 
the record of the maintenance of volume 
mn force. The total in force at this 
ume is in excess of the amount in force 
Dec. 31, 1928, the last of the ‘boom’ 
years. This paradoxical situation, de- 
spite the shrinkage of pay rolls and 
despite the huge decreases in premium 
Volume registered for workmen’s com- 
pensation insurance, is accounted for in 
part by staggering employment and by 
the fact that many employers have con- 
tinued group insurance coverage on em- 
Ployes temporarily laid-off, and, finally, 
by the fact that enough new business 
rs been written to take care of such 
‘creases as have occurred. 
_ 4t is estimated that thus far this 
year over $40,000,000 have been paid 
- in death and disability claims by 
© group companies. This money has 
Sone into the families of workers, one- 





half of whom are shown by the records 
to have no other insurance and no sub- 
stantial amount of property of any 
other kind.” 


Hull Invites Managers to 
Attend “Crisis Luncheon” 





NEW YORK, June 2.—Invitations 
for a “crisis luncheon” have been sent 
out to general agents, managers and 


superintendents in New York City by 
Managing Director R. B. Hull of the 
National Association of Life Underwrit- 
ters. In his invitation Mr. Hull merely 
states cryptically, “What is a crisis 
luncheon? Just let me say that I have 
a matter of great importance to pre- 
sent to every general agent, manager 
and superintendent in the metropolitan 
district.” 

The National association’s member- 
ship figures are now 16,553 or 83 per- 
cent of the June 30, 1931, total of 19,758. 
Two more districts have gone over the 
top in their quotas, They are No. 7, 
(Illinois, Wisconsin, Minnesota, Iowa) 
with 102.4 percent; and 11-A (northern 
California, Nevada, Utah) with 102.3 





percent of the June 30 figures. District 
11-B (Southern California and Arizona), 
which was already over the top, in- 
creased its percentage from 102.84 to 
125.6 while district No. 4 (North Caro- 
lina, South Carolina, Georgia, Alabama, 
Mississippi, Florida) went from 100.27 
to 116.9 percent. 


Hopkins New General Agent 





Succeeds Holloway in New England 
Mutual’s Office at Montgomery, Ala., 
Latter Remains Associate 





C. A. Hopkins has been appointed 
general agent by the New England Mu 
tual at Montgomery, Ala., to succeed D. 
A. Holloway, resigned, who had been 


general agent there 15 years. Mr. Hol- 
loway remains as associate general 
agent. 


Mr. Hopkins is a native of Mobile. 
He started in life insurance in 1911 with 
the Mutual Life of New York, a con- 
nection which lasted almost 20 years. 
Recently he has been unit manager for 
the Equitable of New York at Mont- 


New England Mutual Is 
Observing Fathers’ Month 











gomery. He is a past post-commander 





The New England Mutual for the first 
time, it is said, in its existence of 97 
years, has instituted a national agency 
sales campaign in June, “Fathers’ 
Month.” Elaborate sales kits have been 
prepared, the campaign being keyed to 
the bicentennial of George Washington 
as “Father of Our Country,” and to the 
fact that Willard Phillips, founder and 
first president of the New England Mu- 
tual, was the “daddy” of mutual life in- 
surance in this country. 

A handsome canvassing folder has 
been prepared bearing tinted reproduc- 
tions of well known paintings of the 
two great men, and opening to a large 
personal analysis sheet asking the per- 
tinent questions whether the prospect 
has all the money he wants to leave his 
family, and all he needs for his own old 
age. 


of the American Legion and past presi- 
dent of the Montgomery Life Under- 
writers Association. 
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Great 


Salesmen 
of History 


ALEXANDER THE GREAT, son of Philip of Macedon, ranks 


as one of the foremost soldier-statesmen of all ages. 























ALEXANDER THE GREAT 








He 


decisively changed the current of world history. 


As a precocious youngster he studied at the feet of the immortal 
teacher, Aristotle. 


Early in his career he came upon the famous Gordian Knot. 


An 


oracle foretold that whoever should untie that knot would become 
master of the world. 
Alexander cut it with a single stroke of his sword. That was his 
way with difficulties; he solved them—just as he won his vic- 
tories—by sudden bold strokes. 





Before his death at the age of 33 he had conquered the Persian 
Empire—fifty times as large as all Greece with twenty times as many 
people—thus saving the culture of the West from semi- 
barbarism; and he had extended Greek civilization beyond 
the Mediterranean to pave the way for Christianity three 
centuries later. 


ROYAL UNION 
LIFE INSURANCE 


A. C. TUCKER 
Chairman of the Board 


COMPANY | 


DES MOINES, IOWA 


. J. SHAMBAUGH 


President 
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Can You Pay 
Your Clients’ Expenses 
In Case of 
Accidental Injury? 


One person in ten is accidentally killed 
or injured every year. Some of your 
clients will certainly be hurt. 


Will you be the man to rescue them 
from the financial troubles sure to pile up 
and make recovery difficult or doubtful? 


Have you provided them with up-to- 
date accident insurance paying all ex- 
penses up to a definite adequate amount 
besides the usual benefits? 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 
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“Agents are extremely fortunate”— 


Reap this statement made by the judges of the 1931 Insurance 
Advertising Conference Exhibits, United States and Canada: 


“Southland Life’s contribution, “The Little Red Book,” is an 
admirable piece of work. It incorporates not only direct mail 
help, but sales help in almost every phase—to which the adver- 
tising department has a connection. 


“The judges were impressed with its completeness and useful- 
ness. It was their opinion that ‘agents are extremely fortunate 
who have this kind of home office support.’ 


“It is with the full measure of recognition that we give this 
entry an Honorary Citation.” 


every modern aid to agents, write CLARENCE E. Linz, First Vice 


[: you are interested in an agency contract with a company giving 
President, or Cor. W. E. Tatsot, Agency Manager. 


Southland Life Insurance Company 
Harry L. Seay, Pres. Dallas, Texas 
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Why Legal Reserve Plan 


Is Sound and Unshaken 





President Ecker of the Metropolitan 
Life explains why legal reserve life in- 
surance remains sound and unshaken in 
the face of so much distress among 
other types of monied corporations. 
There has been a large recession of 
values in all classes of investments. 
Mr. Ecker declares that there are two 
angles to consider in looking at the 
financial standing of life companies. 
First, in what manner, if any, might a 
decline in the quoted market value of 
a company’s assets affect its solvency 
and, secondly, what, if any, embarrass- 
ment might grow out of an undue in- 
crease in the demand of its policyhold- 
ers for cash surrenders and loans? 

President Ecker states that progress 
has been made in restoring confidence 
in banks and the banking situation is 
better. The National Credit Corpora- 
tion and the Reconstruction Finance 
Corporation have provided a vital serv- 
ice in combatting the fear which leads 
to panic and in restoring that confi- 
dence, which is essential in the con- 
duct of business affairs. 

Basis of Values 


He illustrates the life company situa- 
tion by taking the Metropolitan Life in 
its financial aspect from the first angle. 
Its annual statement is based upon 
amortized or book values. The market 
values in its statement are furnished 
by the committee on valuations of the 
National Convention of Insurance Com- 
missioners. 

President Ecker states that the busi- 
ness of life insurance is to receive pre- 
miums, pay claims and expenses and to 
build up a reserve to be invested at 
compound interest at a rate which will 
provide for the payment of its contracts 
at maturity. The price at which the 
securities may sell in the meantime has 
no bearing on the situation. If inter- 
est or at least the assumed rate is paid 
during the life of a given investment 
and if the principal of such investment 
is paid at maturity that is all that is 
necessary to safeguard that angle of 
the business. 


Reasons for Market Value Declines 


Declines in market values, he said, 
occur for two reasons. One is because 
of doubt as to the obligor’s ability to 
meet interest payments or to pay prin- 
cipal when due, and secondly because 
of the so-called tighter money condi- 
tions that are due to the desire on the 
part of a disproportionate number of 
holders of investments to convert their 
holdings into cash at the moment. In 
such an event there are more sellers 
than buyers and security market quota- 
tions, like any other commodity quota- 
tions, suffer accordingly. 

Illustration Is Used 


As an example of the type of decline 
due to money conditions, he _ cites 
United States Government 3’s due 1955, 
which were issued at par in September 
of last year. By the end of the year 
this same bond sold at $82, three 
months from date of issue. No one, 
however, questioned but that the United 
States government would meet the in- 
terest on these securities when due or 
that the principal would be paid in 1955 
or earlier. The decline, Mr. Ecker ex- 
plains, was caused purely by tightening 
in money conditions and a desire on 
the part of a large number of the hold- 
ers to convert their bonds into cash 
at a time when there were not sufficient 
buyers to sustain the market. 


Market Fluctuations Have Little Effect 


If this condition would take place in 
a short space of three months with re- 
spect to the United States government 
bonds, the premier security of the 








world, it is obvious what could also 
take place with respect to high grade 
issues of other character, adds Mr 
Ecker. As to the life companies, hoy. 
ever, he said market fluctuations are 
matter of indifference. It is the pay. 
ment of interest and the ultimate pay. 
ment of principal which concern com. 
pany officials. 
Demand from Policyholders 


Next, Mr. Ecker discusses whether 
situation would arise where a company 
might be called upon to sell in the mar- 
ket, holdings that it bought for perma- 
nent investment to meet cash surrenders 
and loans. Last year he shows the 
Metropolitan Life’s cash surrenders 
amounted to $156,000,000 and the net 
increase in policy loans amounted « 
$67,000,000 or a total of $223,000,000 
The gross income of the company for 
last year was $907,000,000. After de- 
ducting expenses of the business and 
payment to beneficiaries, there remained 
$433,000,000. Repayments of mortgages 
amounted to more than $114,500,000 and 
repayment of bonds, etc., to over $63- 
000,000. 

Could Meet All Comers 


The- Metropolitan held in United 
States securities over $50,000,000, hay- 
ing a market value of over $52,000,000 
and other securities amounting to $20- 
000,000 or $30,000,000 which fall due in 
so short a time that they are readily 
marketable at book value. In_ round 
figures, he said, this would indicate 
about $700,000,000 coming in or readily 
realizable that could have been applied 
to meet policyholders’ demands which 
totaled $223,000,000. More resources 
could, he said, if necessary, have been 
made available by discontinuing other 
forms of investments and the demand 
could have been met to the extent oi 
more than three times last year’s total 


Experience on Defaulted Securities 


Mr. Ecker says that in passing 
through this long period of depression 
foreclosures of mortgage loans are in- 
evitable. The Metropolitan’s _ tota 
amount of foreclosed property as 0 
Dec. 31, including $16,000,000 on farms 
was less than 2 percent of the total in- 
vested in mortgages on real estate. |: 
previous depressions, he asserts, during 
which mortgages were foreclosed, the 
company was able subsequently to dis- 
pose of the real estate taken as a whol 
at a profit. Whether or not this ex 
perience will be duplicated, he does not 
know but declares it is certain that 
the loss will not be material. In the 
past, the Metropolitan, he said, has ha¢ 
a somewhat similar experience with re 
spect to bonds that have defaulted dv 
to disturbed conditions where throug! 
reorganization it has worked out it: 
holdings with unimportant if any losses 









































Industrial Men Organize 


An organization of managers af 
superintendents of those companies 
Greater Boston transacting industri 
business has been formed with H. ! 
Kay of the Metropolitan Life as pet 
manent chairman. The board of g 
ernors consists of Nathan Elzholz, mat 
ager of the John Hancock in Allsto* 
J. T. Benedict, manager of the Bost 
Mutual at Dorchester; L. T. Smith, s 
perintendent in the Boston office of t 
Prudential; A. J. Murphy, manager 
the South Boston office of the Metr 
politan. The secretary is A. H. Lythg 
executive secretary of the Boston L 
Underwriters Association. J 

The first meeting was attended by - 
managers and _ superintendents. 
Lythgoe outlined the advantages 
membership in the Boston association 
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Approve Investiment of 
15% in Common Stocks 





OTTAWA, CAN., June 2.—The Ca- 
nadian house of commons passed two 
new insurance bills last week after much 
debate. One successful measure, which 
limits common stocks investments to 15 
percent of the assets, was criticized by 
some members as being too liberal, and 
encouraging companies which had not 
-et invested in common stocks to do so. 
The finance minister, who piloted the 
pills through the commons, argued that 
those who had resisted the temptation 
to buy common stocks in 1928 and 1929 
were not likely to buy them now. He 
also pointed to the restriction that the 
stock, to be eligible, must have paid 4 
percent dividends for a period of seven 
years. In respect to the Sun Life, which 
has a large proportion of its funds in 
common stocks, he pointed out that the 
restriction applies to future investments, 
and this or any other company is not 
being compelled to liquidate its present 


holdings. 

Further attention to the Canadian 
situation was caused by a bill put 
through giving the government emer- 


gency powers to deal with any financial 
dificulty which might arise. According 
to reports from New York and London, 
this was interpreted as being intended to 
enable the government to take over Ca- 
nadian financial institutions, probably 
one or more life insurance companies. 
Premier Bennett explained that it was 
merely a reserve power, to deal with any 
financial emergency which might arise. 


Study Effects of 
Economic Stress 


(CONTINUED FROM PAGE 8) 
able where punched cards give only 
one kind of information. It was agreed, 
however, that when an item must be 
broken up for distribution or analysis, 
or when several kinds of information 
can be taken from one card, the cost 
of such installation is justified. The 
success of any installation of punched 
cards depends upon the office organiza- 
tion and upon the proper grouping of 
work for use on such cards. 

W. P. Coler, actuary American Cen- 
tral Life, presided at the personnel con- 


ference and served as_ discussional 
chairman. C. M. Taylor, assistant sec- 
retary Provident Mutual, chairman of 


the association’s salary survey commit- 
tee, presented a preliminary report of 
its studies, particularly as it is applica- 
ble to the small and medium-sized com- 
pany. The study is extremely pertinent 
at this time and will be released in full 
by the association within the near fu- 
ture. 

“Problems of Personnel Selection and 
Development” were covered in individual 
papers by W. J. Moore, Old Line Life; 
Benjamin Getzoff, Central Life of Illi- 
nois, and H. T. Polk, National Life & 
\ccident. The papers bore out the fact 
that the problems of personnel vary 
greatly according to the individual com- 
panies, dependent upon geographical lo- 
tation, size of the company, etc.; that 
the problems of the large company are 
different than the small and medium- 
sized company and that plans effective 
in the large company may not at all 
be applicable to the small. The papers 
developed considerable discussion of 
various personnel plans and methods in 
vogue that are of vital interest to per- 
sonnel managers today. 

_It was announced that the papers and 
discussions of this conference will be 
published in one volume with those of 
the “Agency Accounting and Field 
\uditing” conference held in New York 
m April. These proceedings will be 
available to non-members of the asso- 
lation upon application to the secre- 


Inter-Southern 
Plan Approved 


(CONTINUED FROM PAGE 5) 


the first year of its operation defer such 
payments for a period of 120 days. 

The hearing finally started after hav- 
ing been twice postponed. S. W. 
Eskew, Louisville accountant, told the 
court that the company had assets of 
$12,920,947 and liabilities of $19,970,- 
475. 

The receivers then submitted propo- 
sals. Reinsurance proposals were re- 
ceived from the American Life & Acci- 


dent of Louisville and All-States Life 
of Alabama. 

The reorganization program for the 
Kentucky Home Life was offered by 


Attorney Washer and endorsed by the 
receivers. 

Eli H. Brown, Jr., Louisville attor- 
ney, representing George E. Nicholson, 
president of the Kansas City Gas Co., 
offered a program of an intricate na- 
ture. Under this plan it was proposed 
to form a North-South Securities Co., 
under a Delaware charter, to take over 
a number of insurance companies, in- 
cluding Inter-Southern and Security 
Life; and suggested paying $60.40 per 
share or book value for the Inter-South- 
ern’s holdings of Missouri State Life 
stock. At this level the latter stock 
would yield Inter-Southern $8,922,000, 
but in 3.5 percent debentures payable 
in 15 years or less, to be issued by the 
North-South holding company, the de- 
bentures to be secured by the Missouri 
State Life stock. This was all too in- 
definite and intangible for considera- 
tion, and would not materially aid the 
situation. Furthermore this offer pro- 
posed to reapply for a million dollar 
loan from the Reconstruction Finance 
Corporation. 

Later Eli Brown offered an amended 
propostion offering to put up $1,000,000 
additional in cash, plus such “credit or 
cash” as required. 

Inquiry of the Court 


The court showed interest in why the 
North-South Securities Co., was willing 
to issue its debentures at an inflated 
value, and then secure payment of the 
debentures with stock thus purchased. 

Mr. Brown stated that at the present 
time the Missouri State stock was 
yielding no income, whereas the North- 
South debentures would yield 3.5 per- 
cent semi-annually, and that expert tes- 
timony showed that Missouri State Life 
would again reach high levels before 
the maturity of the debentures. Nichol- 
son’s proposal was also to acquire 74 
percent of the Security Life for $1,- 
250,000. 

Mr. Washer, in discussing the Ken- 
tucky Home Life plan, stated that the 
new company would administer the as- 
sets of the Inter-Southern as trustee. 
He said the proposed organization was 
backed by the most reputable bankers 
and business men of the state. He did 
not reveal to the court, or disclose to 
other bidders, whom he represented, but 
stated that every man to serve as an 
officer or director would have to be ac- 
ceptable to the Kentucky department. 

State Auditor Talbott recommended 
adoption of the Washer program and 
attacked the Nicholson-Brown proposal, 
saying: “What have we if we accept 
the Nicholson offer? Merely the de- 
bentures of a holding company secured 
by stock that is unacceptable as insur- 
ance reserves. What our department is 
interested in is protection for the policy- 
holders.” 

J. R. Duffin, a former president of the 
Inter-Southern, who was ousted at the 
time that the Caldwell interests gained 
control, was present in the interests of 
T. P. Bradley, a stockholder and policy- 
holder of the Inter-Southern and ob- 
jected to the Washer proposal and 
other offers made by which liens would 
be retained on the cash surrender and 
loan value of policies, and asked the 
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The constant aim of the 
Missouri State Life is the per- 
fection of its service to field 
men and the public. A system 
of Branch Offices in important 
centers, in addition to General 
Agencies, gives direct and 
prompt service to clients and 
representatives in the entire 
territory covered. 


Through its multiple line of 
Life—Accident and Health— 
Group—and Salary Savings 
—it offers representatives an 
exceptional opportunity to 
multiply the results of their 
daily work and thereby multi- 
ply their income. 
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Operating in 40 States, the District of 
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he had been given opportunity to con- 
sider all proposals. 

Mr. Duffin blamed the collapse of 
Inter-Southern on Rogers Caldwell. 
He stated that it occurred July 8, 1930, 
when Caldwell, with some Louisville 
cohorts, substituted the company’s 
millions of dollars in Missouri State 
stock at a basis of $88 per share, for 
the Inter-Southern’s _ securities. He 
held that the stock was worth not even 
$20 at that time, but later in his dis- 
cussion held that the Missouri State 
Life was a sound institution. He did 
not question the condition of that com- 
pany, but merely the inflated value at 
which its stock was acquired. 

Mr. Duffin expressed displeasure with 
the Washer offer. He said: “I would 
like for your honor to investigate Mr. 
3rown’s clients and find out if they 
can make a good note for $8,900,000? 
If they can, give their bid considera- 
tion.” 

The court indicated that policyhold- 
ers would not be bettered if a note was 
accepted, with unacceptable stock as 
collateral. 


More Claims Than Cash 


It was brought out that the Inter- 
Southern has about $260,000 in cash on 
hand, and past due death and other 
claims of about $400,000. Its chief as- 
sets are 148,050 shares of Missouri State 
Life stock, an office building worth 
about $2,500,000, on which there is a 
$500,000 lien, and various items, includ- 
ing real estate holdings, all with book 
value of some four or five million dol- 
lars. 

Thomas P. Bradley attempted to 
learn the identity of the people repre- 
sented by Mr. Washer, but the court 
stated that it had not been informed by 
the receivers. 

The court assured Bradley that be- 
fore assets of the company were turned 
over to the new company the personnel 
of the new organization would be fully 
known to the court, and must be ac- 
ceptable to the court as well as the 
insurance department. 

Bradley alleged mismanagement by 
“stock grabbers and promoters.” In 
November, 1930, through Mr. Duffin, 
Bradley endeavored to bring a receiv- 
ership action against the company, but 
was blocked by Bush W. Allin, then 
insurance commissioner, who _ success- 
fully defended a suit under which he 
proved that only the commissioner 
could bring such an action. 

Judge Ford admitted that stocks had 
been manipulated to get control of the 
company out of the hands of people 
who really had its interest at heart, 
and it had fallen into the control of 
men who had diversified interests, and 


who had misused its assets in their 
other businesses. 
Double Liability 
Bradley expressed, concern because 


the Washer plan does not protect stock- 
holders from double liability, and held 
that stockholders of the old company 
are entirely overlooked in the reorgan- 
ization program. 

Judge Ford stated that the time had 
long since passed when the stockhold- 
ers of the old company could hope for 
any relief. He held that his efforts 
now are to protect the policyholders, 
and reminded Bradley that the stock- 
holders were to blame for what had 
happened to the company, they having 
lost their rights when they permitted 
the company to be mismanaged, and 
now, the policyholders who at no time 
had had any voice in the management 
of the company, must be the first con- 
cern of the court. 

Bradley still contended that the old 
stockholders should be given protec- 
tion against double liability assessments 
in the Washer program. The court in- 
dicated that it would not be proper or 
possible to waive the double liability 
feature, but held that if the Washer 
plan proved a success it might obviate 
the need of double assessments. 

At this point the court announced 








that the Nicholson offer had been with. 
drawn, and that but three offers fr. 
mained before the court, two of thes 
being reinsurance proposals. 

After court adjourned Mr. Talbot 
remarked that he would push as rapid] 
as possible organization of the ney 
company. He stated that it would ne. 
cessitate his going to New York to ap. 
praise securities proposed to be py 
up by the new group, and which woul 
take about a week. 

Mr. Washer stated that the interes 
he represents have already reached x 
agreement with the Missouri State Lif 
whereby the 148,050 shares of Missour 
State stock held by the Inter-Souther, 
will be placed in a five-year voting 
trust, to insure that there will be » 
further fights for control of Missour 
State, or meddling with its manage. 
ment. On the success of the Missour 
State stands success of the Inter-South- 
ern. Such an agreement has been 
reached with E. D. Nims, chairman of 
the executive committee of Missouri 
State; F. O. Watts of the First Na. 
tional Bank, St. Louis, and W. T. Nar. 
din, president Missouri State. 


Doubt as to Backers 


In Louisville there has been wide 
discussion as to who Mr. Washer rep- 
resents. Complete denial has been made 
that he has any connection with the 
Hallgarten or New York-Hamburg in- 
terests which backed Machir Dorsey. 
There is an expressed opinion that he 
represents St. Louis interests, who are 
interested in the Missouri State Liie, 
and fighting to get it under sound con- 


trol. There is also a rumor that he 
represents the Greenfield interests of 
Philadelphia. 


The statement made by Mr. Talbott 
regarding plans for going east to ap- 
praise securities would indicate that 
some eastern interests are involved. 

Hillsman Taylor, former president of 
the Missouri State Life, explained the 
proposition submitted by the American 
Life & Accident. Under the proposal 
all death claims would be paid and all 
business in effect when the Inter-South- 
ern went into the hands of a receiver 
would be reinsured. 


SECURITY LIFE SITUATION 


Prospect of refinancing the Security 
Life of Chicago seems to be out of the 
question, and the likelihood is that a re- 
insurance deal will be effected within 
two or three weeks. Although the re- 
ceiver has not at any time expected to 
realize anything from the 1,500,000 
shares of Inter-Southern stock carried 
by the Security Life at $1.94 per share, 
he has been marking time until the In- 
ter-Southern question was finally set- 
tled, as it now appears to be. Under 
the plan whereby the Kentucky Home 
Life will take over the Inter-Southern, 
there will be no value in the Inter- 
Southern shares and the Security will 
have to mark off about $3,000,000 on 
that account. o 

An audit of the Northern States Lite 
of Hammond, which is also owned }} 
the Security, has been completed, and 
is available for the information of any 
who may be interested in reinsuring the 
Security Life. 


CITED IN VIRGINIA 


RICHMOND, VA., June 2.—The 
Inter-Southern Life has been cited tor 
appearance in the circuit court of Rich 
mond, June 10, to show cause why 4 
receiver should not be appointed in this 
state. Its Virginia license was revokeé 
April 25 and subsequently a bill asking 
for appointment of a receiver was filed 
The Inter-Southern has on deposit ™ 
Virginia $10,000. = 

O. L. Schewmake and C. C. Carlin, 
Virginia receivers for the Security Lit 
of Chicago, are marking time until the! 
hear from Leslie C. Garnett, coums® 
for the Virginia receivers, when he ff 
turns from Chicago. He has been * 
quiring into affairs of the company ™ 
that city where it has its head office 
although it is a Virginia corporation. 
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Big Attendance at 
Pennsylvania Days 


(CONTINUED FROM PAGE 5) 


the work of the year and as indicating 
the probabilities for legislation ahead 
summarized the report on compensation 
for automobile accidents, prepared by a 
commission sponsored by Columbia 
University, without any comment for or 
avainst its proposals. 

Most of the afternoon session was 
given over to an address on psycholog- 
ical factors in salesmanship by Dr. S. 
L. Krebs of New York, psychologist 
and sales analyst. 

The business session of the federation 
following his address was devoted 
mainly to reports of committees and 
federation officers. H. W. Teamer, sec- 
retary-manager, reviewed legislative 
activities, regional meetings, the mid- 
year meeting of the federation and 
membership efforts, which resulted in 
enrolling 68 new members the past year. 


Advisory Councils Formed 


He also reported on the progress 
made in the formation of advisory 
councils, one for each line of insurance. 
So far four have been organized, under 
these chairmen: Casualty, T. A. Eng- 
strom, Aetna Life companies, Philadel- 
phia; ordinary life, W. H. Kingsley, 
vice-president Penn Mutual Life; indus- 
trial life, W. J. Bradley, publicity man- 
ager Home Life of Philadelphia; fra- 
ternal, F. A. Service, counsel Protected 
Home Circle. The others will all be 
organized and functioning actively be- 
fore the 1933 legislature, at which a 
recodification of Pennsylvania’s insur- 
ance laws is to be taken up. 

W. M. Goodwin, Bethlehem, chairman 
fire prevention committee, told of the 
wide range of activities taken up by that 
committee and M. H. Diffenbaugh, Lan- 
caster, national councillor of the U. S. 
Chamber of Commerce, told of its work. 


New Officers Elected 


The federation at that session elected 
its new directors who met the following 
day to select the new officers for the 
year. 

Life insurance vice-presidents are F. 
D. Buser, Fidelity Mutual Life, Phila- 
delphia; W. G. McBlain, Mutual Life of 
New York, York; W. E. Quinlin, Pru- 
dential, Pottsville; F. A. Service, Pro- 
tected Home Circle, Sharon. 

Directors from that group are W. J. 
Bradley, publicity manager Home Life, 
Philadelphia; Henry Reeves, president 
Industrial Life, Health & Accident, 
peau Mr. Buser and Mr. Quin- 
in. 


INSURANCE DAY SIDELIGHTS 


T. B. Donaldson of the Eagle Fire of 
Newark, former Pennsylvania commis- 
sioner, and former head of the Pennsyl- 
Vania federation, couldn't miss an In- 
surance Days gathering and was as ac- 
tive at Pottsville as in previous years. 

Pottsville offered a warm welcome in 
more ways than one. The weather was 
extremely warm both days of the meet- 
ing, especially where a large crowd was 
packed into somewhat limited accommo- 
dations. 

ses ¢ @ 

The half dozen or so lucky ones who 
were selected to take airplane trips with 
Bernt Balchen were greatly disappointed 
when the famous aviator’s plane devel- 
oped serious trouble shortly after he 
left New York, forcing him to make the 
trip by motor. He had just flown back 
from Newfoundland, where he started 
Amelia Earhart off on her trans-Atlantic 
flight. 


x *x * 
Much appreciation was expressed for 
the entertainment furnished by the 
Pottsville committee, particularly at the 


Smoker the first night. The singing of 
the Pottsville Women’s Chorus and the 
“Winter Garden Revue” staged by the 


Katherine Behney school of dancing of 
Reading, were both especially good. 
*x* * * 
Homer W. Teamer, secretary-manager 
of the Pennsylvania federation, was busy 
every minute keeping the convention 


machinery running smoothly Every- 
thing went off without a hitch. 
*x* xk * 

F. H. Sykes, vice-president Fidelity 
Mutual Life, was one of the life com- 
pany executives in attendance. W. H, 
Kingsley, vice-president Penn Mutual 
and an active federation worker, was 


on a Pacific Coast trip and could not at- 
tend this year. 


Aid to A<ents Is 
Theme of Session 
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dealing with and writing to the agency 
force would cause friction. 

Mr. Goodwin’s address on “Our 
Partners in the Field,” was printed in 
last week’s NATIONAL UNDERWRITER, as 
were the talks of President W. A. Law, 
Penn Mutual; Assistant Actuary W. N. 
Bagley, Travelers, and H. H. Jackson, 
actuary National Life of Vermont. 

Pointing out the vital importance of 
mortality to insurance costs, President 
M. A. Linton, Provident Mutual, sug- 
gested that the association investigate 
the mortality of policies issued from 
1926 to the present with a view to de- 
terming what the mortality in the early 
years of the policy has been and how 
the depression years compare with the 
prosperity years in mortality. 

Linton Makes Comment 


While the medical and actuarial of- 
ficials have been more concerned with 
physical impairments, the factors that 
would be expected to show ,up in times 
like these are of the type that is the 
particular concern of the underwriter, 
Mr. Linton said. 

A committee headed by Actuary 
Jackson of the National Life of Ver- 
mont was appointed to deal with the 
matter. 

The address of J. J. King, president 
Hooper-Holmes Bureau, was a humor- 
ous comparison of the aviation hazard 
of today with the bicycle hazard in the 
‘90s. Mr. King read editorials from the 
insurance press of the last few years of 
the century which indicated the seri- 
ousness with which bicycling was 
viewed by insurance men. The grave 
tone of the articles and their forebod- 
ings of hazards involved in the use of 
so dangerous a vehicle provoked much 
laughter. 


Reports Autogiro Hazard 


Morris Pitler, statistician, research 
bureau Mutual Life of New York, and 
chairman of the association’s committee 
to report on autogiro hazards, stated 
that while the machine was not yet in 
very general use it could certainly be 
said that it was no more hazardous than 
the conventional airplane. 

R. J. Vane, supervisor occupational 
risk department, Metropolitan, reported 
the occupational classification manual 
probably would be completed within a 
year. 

The address of Dr. J. V. E. West- 
fall, vice-president Penn Mutual Life, 
was not made public because of its con- 
fidential nature. 

The association stood in a moment of 
silent tribute to the memory of F. N. 
Everett, manager of the ordinary issue 
department of the Prudential and one 
of the original organizers of the aso- 
ciation, who died recently. 


Get Agency Meeting Attendance 
OKLAHOMA CITY, June 2.—The 


Hemer Jamison agency for the Equita- 
bie Life of New York has solved the 
problem of getting 100 percent attend- 
ance at the Monday morning sales 
meetings by opening with a ten-minute 
entertainment feature. The meeting 
opens with group singing, and represen- 
tatives of surrounding offices attest that 
the boys really sing. The entertainment 
is usually a burlesque on a prominent 
agency member, in addition to a promi- 





nent outside speaker. 


dissatisfied 


policyholders... 


. Every life insurance company has them. More today - 
than ever before 


* More loans. More difficulty in coll cling loans. More 


lapses Mor tmisting 


% JVo one can estimate the eventual cost to companies. 








How to service these dissatisfied policyholders? 
How to reinstate lapsed policies? How to rewrite 
and conserve the cases that are lost unless they are 


reached personally? 
* 


That is the work of the nation-wide field force of 
the American Conservation Company—an organ- 
ization of men specially trained and seasoned in 
contacting individual cases, conserving the insurance 
already on your books, protecting you against the 
losses that are bound to occur unless you service 


these policyholders promptly and effectively. 


AMERICAN CONSERVATION 

COMPANY %® LIFE INSURANCE SERVICE 

307 NORTH MICHIGAN AVENUE, CHICAGO 
Herbert G. Shimp, President 
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Life Companies and Their Securities 


Waite the subject of security valuation 
in the compiling of financial statements 
is not as acute among the life companies 
as in fire and casualty lines, yet in view 
of the uncertain and depressed condi- 
tions, life concerned 
greatly with the attitude the insurance 
commissioners may assume on the sub- 
ject. Many fire and casualty companies 
have invested largely in common stocks 
and carry in their assets many unlisted 
securities. In some states life companies 
are allowed to own bank stocks or like 
securities. Naturally these assets have 
diminished in value greatly. Where com- 
panies own stocks the daily transactions 
of Wall street certainly do not give a 
true picture nor do the transactions on 
any local stock exchange. One day 
may differ materially from the day be- 
fore or the day after. The best that can 
be said is that the stock quotations of a 
certain day reflect the situation on that 
day and the quotations are likely due to 
forced sales. That is, selling is done 
under abnormal pressure. 

Life companies can use the amortiza- 
tion basis in listing their bonds that are 
not in default. That is a perfectly just 
plan because where a bond has not de- 
faulted there is every reason to believe 
that at its maturity it will be paid at its 
face value. Where a bond has defaulted 
it should require, of course, some spe- 
cial treatment. 

In case of guaranteed income and pre- 
ferred stocks, there should be but little 
difficulty in reaching a proper formula 
of valuation. 

Take mortgages. The laws of many 
states limit loans of life companies to 
50 or 60 percent of the total value of 
the property. There has been such a 
sharp decline that in some cases the 
value has gone below the amount of 
the mortgage. Taken however by and 


companies are 





large, mortgages probably measure about 
the actual value of the property. If 
values were carefully ascertained when 
the loan was made, there is a margin 
of from 30 to 50 percent shrinkage. It 
is idle to mark values at what property 
would bring at a forced sale. 

The companies honestly and capably 
managed deserve support and encourage- 
ment. Where there are manipulators at 
the helm that is a different story. There 
has been entirely too much commercial- 
ization in life insurance ownership. 
Commissioners are not justified in em- 
ploying a very liberal policy where high 
pressure artists are in charge and are 
milking a company dry. 

THE NATIONAL UNDERWRITER is simply 
pleading the cause of honestly, capably 
and intelligently managed companies. 
Many of them do not need any special 
treatment. Even with the sharp shrink- 
age in all classes of securities they are 
able to go ahead and still show a com- 
fortable margin of free surplus. Some 
companies temporarily may be embar- 
rassed because of the character of some 
of their securities and yet if given time 
will be able to ride out of the storm. 
There is no virtue in pushing a well 


managed institution of repute to the 
wall. 
Every insurance commissioner should 


keep in close touch with the companies 
of his own state, be responsible for them 
and naturally he should use the soundest 
kind of judgment in dealing with them. 

Unfortunately there is considerable 
public solicitude about the condition of 
life insurance companies and even the 
largest institutions are not escaping 
these ugly rumors. We need soundly 
managed life insurance companies. They 
can be relied on to meet their obliga- 
tions even under adverse conditions. 
There are very few life companies but 








what can weather the storm. 
them are giving the finest account of 
themselves. There is nothing so full of 
vitality as a legal reserve life company. 
This is shown by the fact that companies 
going in the hands of a receiver are 
taken over by other companies or are 
being resuscitated. It is a remarkable 
tribute to the legal reserve system that 


Most of 


even after a company collapses pre- 
miums can continue to be paid, policies 
kept in force and eventually the business 
will be taken over. There have been 
mighty few cases where legal reserve 
life policyholders have lost anything in 
recent years. Recent failures are due to 
exploitation and high finance more than 
anything else. 








PERSONAL SIDE OF BUSINESS 








Harry W. Hutchins of Cincinnati, as- 
sociate state agent National of Vermont 
in Ohio, is one of the eight members of 
the state conservation commission. He 
has long been a student of conservation 
problems as well as an ardent fisher- 
man. He is making his 55th fishing 
journey this summer. This season he 
will go to the Bemidji lake region in 
Minnesota. 

Arthur J. Frith, manager for six years 
of the life, accident and group depart- 
ments of the Travelers in Los Angeles, 
was honored by business associates in 
recognition of his completion of 30 
years as an officer of the company. He 
joined the Travelers in 1891 as a mem- 
ber of the general agency of Horace 
W. Powers, then state agent for Ohio. 
When the company established its 
branch office in Cleveland in 1902, Mr. 
Frith was appointed manager. In 1918 
he was transferred to the home office as 
assistant superintendent of agencies in 
charge of the life, accident and group 
departments in greater New York. 


A. F. Colwell, Fargo life insurance 
man for more than 22 years, will leave 
soon to make his home in St. John, New 
Brunswick, where he was born. Mr. 
Colwell has been an outstanding figure 
in northwest insurance circles. In 1912 
he was president of the Northwest Con- 
gress of Life Underwriters. He was for 
many years a member of the executive 
board of the National Association of 
Life Underwriters and sat on the ad- 
visory council of the war risk insurance 
bureau. 


John A. Stevenson, vice-president 
Penn Mutual Life, has been appointed 
by President Hoover as one of 12 busi- 
ness and educational leaders who will 
act as official American delegates to the 
International Congress for Commercial 
Education in London in July. 


Miss Marian McClench, daughter of 
the former president of the Massachu- 
setts Mutual and producer with the John 
W. Yates general agency for that com- 
pany in Michigan, gave the keynote ad- 
dress at the annual convention of the 
Michigan Federation of Business & Pro- 
fessional Women’s Clubs in Kalamazoo 
last week. 


Charles W. Dingman, president Guar- 
anteed Securities Life of Topeka, was 
killed in a motor car accident near To- 
peka last Friday evening. He was re- 
turning home from a trip into western 
Kansas and sought to pass another car 
ahead of him. The car ahead suddenly 
swerved out to pass a third car ahead 
and the Dingman car was driven off 
the pavement. Mr. Dingman was born 
in Iowa 60 years ago. In 1921 he be- 
came superintendent of agents for the 
newly organized National Reserve Life 
and in 1927 resigned to organize the 
Guaranteed Securities. 


Gilbert M. Smith, New York Life 
agent and former agency director of the 
Dearborn branch at Chicago, who had 
been connected with the company for 
20 years, shot himself in his ‘home in 
Evanston, IIll., in a fit of despondency 
over supposed financial difficulties. In 
a letter to his wife he calls attention to 
his $110,000 life insurance, stating that 
she and their three sons can. pay off the 
debts and have a fund to live on. 

Mr. Smith came from a regular New 








York Life family. His father, G. A. 
Smith, was general agent for the New 
York Life in Chicago before it adopted 
its office system and later became in- 
spector of agencies in the middle west. 
;, A. Smith’s brother, Ezra Smith, was 
also supervisor at large for the New 


York Life. Both G. A. and Ezra Smith 
are now dead. Two brothers-in-law of 
Gilbert M. Smith, William M. Harris 
and F. A. Wickett, are inspectors of 


agencies of the New York Life at New 
York City and San Francisco, respec- 
tively. Gilbert M. Smith graduated from 
Yale in 1910. 


Courtenay Barber, well known general 
agent Equitable Life of New York in 
Chicago, who was recently reelected 
president of the General Agency Asso- 
ciation of the company, had the mis- 
fortune to fracture his arm while en- 
gaged in a game of tennis. Mr. Barber 
is an enthusiast at this vigorous pastime 
and in attempting to return a swift and 
elusive serve he fell on the court, re- 
sulting in the injury. 

N. H. Weidner, who becomes field 
manager of the Reliance Life in west- 
ern Pennsylvania, has been a successful 
agent of the company in Pittsburgh. He 
will take charge of organization work 
throughout western Pennsylvania with 
the exception of Allegheny county and 
a limited amount of other territory. His 
total production for the last three years 
was $1,500,000. He has brought 18 
agents to the company. 

President J. R. Kruse of the Califor- 
nia-Western States Life is on a visit to 
Amarillo, Tex., Oklahoma City and 
Kansas City in connection with invest- 
ments and other subjects. While in 
Kansas City he will visit his parents, 
who reside there. 


Alfred Matthews, San Francisco gen- 
eral agent Provident Mutual Life, ac- 
companied by Mrs. Matthews, is tour- 
ing England and the continent, planning 
to return to San Francisco about July 1. 


W. B. Harrison, comptroller general 
of Georgia for the past three years, who 
has charge of the insurance department, 
has announced his candidacy for re- 
election. He had been assistant to the 
late Gen. W. A. Wright for 23 years 
prior to succeeding his former chief. 


John D. Karns, 68, former national 
counselor of the American Insurance 
Union, died at his home in Columbus, 
O. He had been ill a year and had 
recently returned from California, where 
he had spent the winter. 


Edward B. Raub, vice-president and 
general counsel of the Indianapolis Life, 
has been elected most wise master of 
Indianapolis chapter of Rose Croix, 
Masonic order. 

Jules Girardin, venerable 
agent of the Phoenix Mutual Life at 
Chicago, will celebrate his 77th birth- 
day anniversary June 6. Mr. Girardin 
was formerly a fire insurance man at 
Galveston, Tex. He put the Phoenix 
Mutual on the map at Chicago and was 
at the head of its office in that city for 
many years, serving until it established 
a branch office. Mr. Girardin was 4 
president of the Chicago Life Under- 
writers Association and in his day was 
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Just off the press! 





a new book 
that tells briefly and exactly 


“What a LIFE INSURANCE MAN 
should know about TRUST BUSINESS” 


By GILBert THOMAS STEPHENSON 
author of 
“Living Trusts,” “Wills,” ete. 


Here is a long needed book that tells in a simple language 
just what its title says, “What a Life Insurance Man Should 
Know About Trust Business.” It has been written specifically 
to give life insurance men in the field and in the home office the 
practical information about trust business that will be helpful 
to them in their daily work. That’s all it is—it is not by any 
means a treatise on trust business. Jt deals only with those 
facts about trust business in which life insurance men are 
interested. 


Answers to Actual Questions 


The subject matter is largely made up of answers to actual 
questions about trust business that life insurance men have 
asked the author in the past ten years. During this time, while 
the relation between life insurance and trust business has grown 
more and more intimate, Mr. Stephenson has been constantly 
studying the co-relation of these two institutions. He is already 
well known as author of “Living Trusts” and “Wills,” two 
books which are intregal parts of many life insurance libraries, 
the former being one of the books recommended for study in 
preparation for the C. L. U. examinations. 


What Life Insurance should be 
Trusteed? 


The life insurance man does not need to know the trust 
business, but he should know at least enough about it to be 
able to intelligently advise his clients. Trusting life insurance 
is after all only a mode of settlement, essential in some cases, 
highly advisable in some, entirely unsuited to others. The life 
insurance man, therefore, does need a discriminating knowl- 
edge of the trusteeing mode of settlement. 

And this is exactly what Gilbert T. Stephenson’s new book 
is designed to accomplish. No agency should be without this 
new little book “What a Life Insurance Man Should Know 


About Trust Business.” 


Send for your copy Now—190 pages — Only $1.25. 


Books sent postpaid if check accompanies order, money 
will be refunded if book is unsatisfactory for any reason. 


MAIL THIS COUPON NOW! 


Oe eee 


Send me Mr. Stephenson’s new book— 
“What A Life Insurance Man Should Know About Trust Business” 





(Single Copy, $1.25) () Check attached. [)Send C.0.D. OBill me 
Also send me NLA) eitennnd a damiaebeiipeieaoatanidunts Wcancscuncenes 
his book(s) 


“Living Trusts,” $3.75 
“Wills,” $3.00 
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Mail To The Insurance Book House--The National Underwriter Co. 
420 East Fourth Street, Cincinnati 
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Home Office Building 


A Complete Life 
Insurance Service 
for a Modern Age 


cR> 
We Offer 


—Policies all ages, 1 day to 70 years. 

—Both Participating and Non-Participating. 
—Non-Medical—Sub-standard. 

—Disability, Dismemberment and Surgical Benefits. 
—Special Monthly Premium Payment Plan. 
—Double Indemnity. 

—Children’s Policies with Beneficiary Insurance. 


—NEW FAMILY INCOME PROTECTION 
POLICY. 


—Sales Planning and Circularizing Department. 
—Producers’ Club. 


Available territory in seventeen 
~q states West of the Mississippi 
‘ River and in Illinois and Florida. 


WRITE DIRECT TO HOME OFFICE 


Fe | 


Central States Life 
Insurance Company 


James A. McVoy, President 
HOME OFFICE: SAINT LOUIS 
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Net Results in 1931— 





An Increase in Insurance in 
Force equivalent to 20% of 
1931’s paid production— 


An Increase in Assets of 


8 %o— 
An Increase in Surplus of 
11%— 


Interest earnings on invested 


assets—5.71%. 


HE GUARDIAN LIFE 


ESTABLISHED 1860 


INSURANCE COMPANY of AMERICA 
50 UNION SQUARE - - NEW YORK CITY 




















"Did you hear what 
Pilot Life did in 
April?" 

* 


In times like these, ‘tis no 
wonder life insurance men 
note the good work of their 
fellow life underwriters. 


"Pilots to Protection" are coming in for 
their share this time, for during April, ob- 
served as GOLD MONTH in honor of Presi- 
dent Chas. W. Gold, "Pilots to Protection" 
wrote a half-million greater volume than in 
March, heretofore the banner month of the 
year for Pilot Life. 


Proving no doubt the truth of that assertion 
that “real pilots are made in stormy wea- 
ther." 





AFE INSURANCE COMPANY 


GREENSBORO, N. C. 











active in that body. He was president 
when the National Association of Life 
Underwriters held its meeting in that 
city and elected L. Brackett Bishop, 
manager of the Massachusetts Mutual, 
president. On that memorable occasion 
W. B. Carlile, manager of the Mutual 
Life of New York was Mr. Girardin’s 
chief lieutenant. 


George D. Clayton, head of the G. D. 
Clayton & Sons agency of Hannibal, 
Mo., died at the age of 72 after a linger- 
ing illness. Mr. Clayton was at one time 
insurance commissioner of Missouri. 

Mr. Clayton was from a pioneer fam- 
ily of northern Missouri. He was taken 
with his family to Hannibal in the early 
1870’s and resided there until his death. 
In 1893 he established the firm which is 
now known as George D. Clayton & 
Sons and in 1895 organized the George 
D. Clayton Building & Loan Associa- 
tion. He was active in civic undertak- 
ings. 

Two of his sons, Robert M. Clayton 
and George D. Clayton, are members of 
the agency. 

Funeral services were attended by a 
number of insurance men from other 
cities, 

W. D. Vandiver, 75, former Congress- 
man and at one time superintendent of 
insurance for Missouri, died at his home 





—=: 


in Columbia, Mo., on May 30. He wa 
stricken with an attack of appendicitis 
on May 27 and an emergency opera. 
tion was performed. Later pneumoni, 
developed, causing his death. 

He was named superintendent of in. 
surance early in 1905. Five years later 
was elected a vice-president of the Cen. 
tral States Life of St. Louis. During 
the administration of President Wils 
he was assistant treasurer of the United 
States. He served in Congress from 
1897 to 1905. 


Dr. Joseph B. Hall, medical directo; 
of the Connecticut Mutual Life, died a 
his home in Hartford after a short jj. 
ness. In his undergraduate days at 
Yale, Dr. Hall was prominent in ath. 
letics and was a member of the varsity 
baseball team. He received his medical 
degree from Yale in 1892. 

Dr. Hall became associated with the 
Connecticut Mutual 32 years ago. 


Charles S. Thomas, 66, for 25 years 
New Orleans manager for the National 
Life & Accident, is dead. He was born 
at Athens, O., but had resided in the 
south for many years. 


Commissioner Sam B. King of South 
Carolina is in Columbia Hospital, Co- 
lumbia, S. C., recovering from an emer- 
gency operation. 








NEWS OF THE COMPANIES 





Capitalization Is Completed 


Union States Life of Portland Secures 
Its Renewal License from Oregon 
Department 


The Union States Life of Portland, 
Ore., completed its capitalization May 
21 and received its renewal license from 
the Oregon department. It began busi- 
ness Nov. 12, 1931, as a successor to 
the Pioneer Assurance, which originally 
started as a fraternal in 1901. The Cap- 
itol Underwriters Corporation is the 
holding company of the Union States 
Life. The Union States as of May 6 
shows assets $215,474, capital $100,000, 
net surplus $85,600, insurance in force 
as of May 24, $6,061,150. The company 
has its entire assets on deposit with the 
state treasurer of Oregon. Up to date 
the company has received applications 
for more than $9,500,000 life insurance. 
W. E. Hibbard is president; F. F. 
McGinnis and F. W. Kaiser, vice-presi- 
dents, and H. W. Bertuleit, secretary. 


Yort Named Vice-President 
by the Acacia Mutual Life 


J. P. Yort, secretary and actuary of 
Acacia Mutual Life, was elected vice- 
president at the first meeting of the di- 
rectorate under an amended and liberal- 
ized charter, which removes the stipu- 
lation that membership is limited to 
Masons. 

J. W.. Apitz was elected treasurer, 
Samuel E. Mooers, secretary,and L. K. 
Crippen, actuary. 

Mr. Yort has been with the organiza- 
tion more than 15 years, his first posi- 
tion being that of actuary, later being 
named secretary and actuary. He has 
served for more than ten years on the 
board. 


Life Company Notes 


The Imperial Life of Tulsa, Okla., has 
been chartered by Frank Frantz, W. L 
Kimmell and T. L. Spurgeon, all of 
Tulsa, with a capital of $50,000. 

The General Matual Life of Van Wert, 
O., associated with the Purmort group 
of mutual fire companies, has been li- 
censed in Illinois. 

The Credit Life of Springfield, 0., a 
legal reserve life company, has been li- 
censed in Illinois. This company writes 
group insurance on borrowers from the 
Morris Plan Bank. It has capital of 
$100,000, surplus $135,000. 





Report on the Acacia Mutual 


Examiners Give Clean Bill of Health to 
the Well Known Company at 
Washington, D. C. 


The report of the examination of the 
Acacia Mutual Life of Washington, D 
C., made by Indiana, North Carolina, 
Tennessee, Virginia and the District oi 
Columbia, has been released. The ex- 
amination started early in February and 
was finished about the middle of April 
It covered 1929, 1930 and 1931. The 
conclusion of the examiners is, 
company has enjoyed a healthy growth 
and your examiners wish to commend 
the management for the excellent re- 
sults obtained. We believe the under- 
writing and investment policy to be 
fundamentally sound and that its affairs 
are being faithfully, efficiently and eco- 
nomically managed.” 

While the Acacia Mutual is on 2 
purely mutual basis, President William 
Montgomery has always advocated the 
policy of keeping its rates as low 
possible. He says the company believes 
it is better to charge its policyholders 
just the amount necessary to guarantet 
the insurance and if through economica! 
management, prudent investments an¢ 
satisfactory mortality there is any earn 
ing to pay it back as a real dividend 
The directors have voted a dividenc 
schedule for this year which provides 
for a slight increase on old policies. 

President Montgomery condemns e* 
timates of dividends as an inducement 
to prospects to take insurance because 
he said, many companies have cut thei 
dividends and others are contemplating 
doing so. He refers to these estimates 
as “elusive.” Present times, he declares 
prove that it is impossible for any com 
pany intelligently to forecast so-calle¢ 
dividends that it may be able to make 
over a period of years. It is not give! 
to the human mind, he asserts, to se 
conditions that may arise at any tim 
to affect dividends. 

The Acacia Mutual assets at the en 
of the year were $44,642,087 and its fret 
surplus was $1,651,363. Its premium !* 
come last year was $9,872,704 and 
total income $12,545,430. It paid 
claims and matured endowments $1,901- 
173. Its total disbursements wer‘ 
$7,259,478 

As already announced, the Acacia 

{utual’s charter has been enlarged ! 
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act of Congress so that it is not con- 
fined to taking members of the Masonic 
order only. It can now open its books 
to any applicant who can pass muster. 


Dort Heads Union Pacific 


John A. Farber, who helped Harry A. 
Wolff organize the Union Pacific Life 
at Omaha, has purchased the controlling 
interest of Mr. Wolff, who retires from 
the presidency to be succeeded by Lloyd 
Dort, former insurance commissioner 
and at present head of the Fidelity Old 
Line Life of Omaha. No merger of the 
two companies is contemplated. The 
Union Pacific has $4,500,000 insurance 
in force and assets of $450,000. The 
Fidelity Life, formerly the Conservative 











Casualty, recently added life insurance 
to its health and accident lines. 


Push Single Premium Forms 


The Security Mutual Life of Nebraska 
is making a drive on the sale of single 
premium policies, believing that the in- 
vestment situation is exceedingly favor- 
able for a proposition which makes a 
favorable showing of safety, reasonable 
return, ready availability for cash or 
collateral and with appreciation of value 
assured. Professional men, who are 
most numerous among those now with 
a surplus yearly income, are being ap- 
pealed to with good results, as well as 
other steady investors of past years who 
are confused as to where they can 
safely put their money just now. 











AMONG COMPANY MEN 





Some Changes in Officers 


New Era Life of Grand Rapids An- 
nounces Its Official Personnel Fol- 
lowing Annual Meeting 


At the annual meeting of the New 
Era Life of Grand Rapids, Mich., G. L. 
Taylor of Owosso was elected presi- 


dent; A. P. Cady of Benton Harbor, 
first vice-president and general treas- 
urer; Dale Souter of Grand Rapids, 


second vice-president and general attor- 
ney; G. D. Vanderwerp of Muskegon, 
third vice-president, and A. E. Hanson, 
general manager. Mr. Taylor has been 
general treasurer for 12 years and also 
served as general secretary to fill a 
vacancy. He has been a member of the 
association for 31 years. For a number 
of years he was a prominent banker in 
Owosso and also operated a_ local 
agency in his city. 
Former Benton Harbor Attorney 


Mr. Cady has been identified with the 
New Era Life for a number of years as 
an officer. He has been city attorney 
for Benton Harbor. 

Mr. Souter for a time was assistant 
federal district attorney for the western 
district of Michigan. He is city attorney 
at Grand Rapids and has served on the 
city commission. 

Mr. Vanderwerp is a member of the 
city commission of his city and has op- 
erated a general insurance agency for 
several years. 

Mr. Hanson has been active at the 
home office for the last five years, dur- 
ing which time he has served as office 
gr oe and assistant secretary. 

Gaylord Nelson continues as secretary 
and actuary, having served since Sep- 
tember, 1929. For three years prior to 
going with the New Era Life he was 
connected with the Michigan insurance 
department. 

The New Era Life recently adopted 
a full line of juvenile policies on a full 
legal reserve basis with increased bene- 
fits. The New Era Life has $22,000,000 
of insurance in force. Its assets as of 
April 1 were $507,378. The New Era 
operates on a full legal reserve basis, 
using the American experience table at 
32 percent interest since 1927. 


Kansas Officials Complete Tour 


The officials of the Kansas Home 
Owned Life Insurance Companies have 
completed their third tour of Kansas 
and reported the trip the most success- 
ful they have ever held. They traveled 
by bus and held meetings at every im- 
portant city. On this trip they visited 
the southern and western parts of the 
State. At each stop the officials con- 
sulted agents, business men and bankers 
and at many points held public meet- 
ings to urge loyalty of Kansas to the 
home-owned insurance companies. The 
trips have all been quite successful in 
increasing the interest of Kansans in the 
companies and have been productive of 
considerable new business for the com- 
panies, 


|R. B. Cousins in New Work 


Resigns as President of San Jacinto 
Life to Enter Fire Prevention 
Activity 





R. B. Cousins, Jr., has resigned as 
president of the San Jacinto Life of 
Beaumont, Tex., to become secretary of 
the Texas Fire Prevention Association 
committee. Mr. Cousins has been pres- 
ident of the San Jacinto Life for three 
years and is a former insurance com- 
missioner of Texas, preceding W. A. 
Tarver. He is chairman of the general 
committee on arrangements, represent- 
ing Texas interests, for the forthcoming 
meeting in Dallas and Galveston of the 
annual convention of the National Con- 
vention of Insurance Commissioners. 

Mr. Cousins got his first insurance 
experience when, as a member of the 
staff of the Texas attorney-general, he 
was assigned as counsel to the insurance 
department. In 1927 he was named state 
life insurance commissioner and chair- 
man of the board of insurance commis- 
sioners. He resigned in 1929 to become 
president of the San Jacinto Life. 





Confederation Life Appointment 


The Confederation Life announces 
that D. L. McDougall, who has been in 
large degree responsible for developing 
the company’s group business to $24,- 
000,000 in the past five years, has been 
appointed supervisor of group sales, 
with jurisdiction over group work in all 
fields. 


Address Advertising Men 


The Des Moines Advertising Club 
observed “Equitable Day” last week 
when the following officers of the Equi- 
table Life of Iowa addressed the meet- 
ing: H. S. Nollen, president, “The 
Safety of Insurance’; H. E. Aldrich, 
vice-president, “How Insurance Policies 
Are Sold”; Robertson Hunter, vice- 
president and actuary, “How Insurance 


Policies Are Made”; Stephen Swisher, 
assistant superintendent of agencies, 
master of ceremonies, and E. E. Cooper, 


field supervisor, “Advertising and Direct 


Mail.” 


Returns to Bankers Reserve 


W. G. Preston, Jr., assistant to Presi- 
dent R. M. Hutchins, University of Chi- 
cago, has resigned to return to the 
Bankers Reserve Life of Omaha, where 
he has been elected vice-president. Mr. 
Preston was formerly at the Bankers 
Reserve office but left in 1930 to take 
his position at the university. He gradu- 
ated from Yale in the class of 1925. He 
is a son of President W. G. Preston of 
the Bankers Reserve. 


Dr. Leonard A. West, Des Moines, has 
been appointed medical director of the 
Great Western of es Moines, succeed- 
ing the late Dr. David 8S. Fairchild. 




















TEACHERS’ PENSIONS 


The average teacher's provision for old age 
is built out of savings from professional income, and can be ac- 
complished in no other way. Imperative therefore that the plan 
shall be faultless. 


governmental pension plans for teachers have 


Failure may cause irremediable disaster. Some 
had disastrous 


histories. 


A modern annuity contract is as secure as a government bond. 
And throughout the teacher's working years it supplies an avail- 
able emergency fund. That too is a difference between a life 
insurance income plan and the usual state pension plan. 


Safety of the foundational fund itself while it is being built, 
profit in the investment, and absolute certainty of the ultimate, 


lifelong income. This is the teacher's need. 


THE PENN MUTUAL LIFE INSURANCE CO, 


WM. A. LAW, President 


Independence Square Philadelphia 
























































THIS IS THE NEW PLAN FOR 


Retirement 


z 


HE new RETIREMENT ENDOWMENT PoLicy com- 

bines attractive features of an endowment and an 
instalment refund annuity. At age sixty-five it pro- 
vides, for each $1,000 of face amount, a Cash Option 
of $1,490 or a Monthly Life Income of ten dollars, with 
149 instalments certainly payable. In event of death 
prior to matur'ty the entire face of the contract or the 
cash value, whichever is greater, will be paid. The 
Mutual Benefit’s unique disability coverage is available 
in a supplementary contract. The policy is issued on 
male lives between the ages of ten and fifty-five. 


¥ 


The MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 
Newark, New Jersey 
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PROGRESSIVENESS 


SPECIAL FORMS TO MEET 
PRESENT DEMANDS 
10-YEAR Modified Whole Life 
20-YEAR Modified Whole Life 


WHOLE LIFE SPECIAL 
20 PAY LIFE SPECIAL 


and others 


A policy for Every Man, 
Woman and Child 
Ages 0—60 


FRANK F. EHLEN, 
Director of Agencies 


BUFFALO MUTUAL 
LIFE INSURANCE COMPANY 


Founded 1872 
452 Delaware Avenue Buffalo, N. Y. 


JOHN M. HULL, 
President 











Twenty-five years of continuous service and un- 
questioned strength for agents and policyholders 





FOUND—a cure for depression 
by the North American field force. 
It is WORK—WORK—WORK. 


THE RESULT—a 20% increase in 


HOME OFFICE ; : 
business so far in 1932 over 1931. 


NORTH AMERICAN 
BLDG. 
CHICAGO 
® 


Prospective Agents 
interested in our 
contract should 
write direct to the 
Agency Dept. at 
the above address. 


Do you want to WORK for a company 
that will WORK with you? 











E. S. Ashbrook 
President 


Paul McNamara 
Vice-President 


John H. McNamara 
Founder 

















LIFE AGENCY CHANGES 





Takes Over Richmond Office 


D. Conrad Little Has Been Appointed 
General Agent of the Connecticut 
Mutual Life 


D. Conrad Little, well-known Vir- 
ginia life man, has been appointed gen- 
eral agent at Richmond for the Con- 
necticut Mutual Life succeeding W. D. 
Love, who has resigned to enter the 
selling end of life insurance. The Rich- 
mond agency will also maintain branch 
offices at Newport News, Portsmouth 
and Norfolk. 

Mr. Little, who is a native of Vir- 
ginia and a graduate of Virginia Mili- 
tary Institute and of Harvard Business 
School, has been associated with vari- 
ous business firms in Norfolk in an ad- 
ministrative and executive capacity, and 
for the past six years has been a life 
insurance man. He was one of the or- 
ganizers of the new Virginia Club of 
Norfolk. 


New Minneapolis and Boise 
Heads for Pacific Mutual 


The Pacific Mutual Life has appointed 
R. L. Parsons and F. R. Colthorp gen- 
earl agents at Boise, Ida., operating as 
the ’arsons-Colthorp Agency. Mr. 
Colthorp was formerly district manager 
for a large northwestern company and 
has had ten years’ experience. Mr. 
Parsons entered life insurance in 1931 
and was immediately successful in per- 
sonal production. 

The Pacific Mutual has also ap- 
pointed L. S. Williams general agent at 
Minneapolis, succeeding W. H. Oshier 
who resigned on account of ill health. 
Mr. Williams comes from a family that 
has been successfully engaged in the 
life insurance business for 57 years and 
has a fine record as a personal producer 
and district manager. 


H. D. Foster 


H. D. Foster, who has been con- 
nected with the Old Republic Bank 
Credit Life of Chicago since it was or- 
ganized, is appointed eastern represen- 
tative with headquarters at Harrisburg, 
Pa. Mr. Foster has been 10 years in 
insurance. He served in the office and 
later in the field. He is a son-in-law 
of C. H. Boyer, who founded the com- 
pany under the name of the Twentieth 
Century Life. 


Walter D. Erwin 


Walter D. Erwin, for the past seven 
years assistant manager in Los Angeles 
for the Missouri State Life, is now 
manager of the Seattle, Wash., branch. 
He succeeded F. R. Daniels, who re- 
signed because of ill health. Mr. Erwin 
joined the Missouri State Life in 1925. 


W. W. Banton 


William W. Banton has been ap- 
pointed agency supervisor of the Newark 
office of the Charles J. Zimmerman 
agency for the Connecticut Mutual Life. 
Mr. Banton has had six years’ experi- 
ence as underwriter and district man- 
ager for the Mutual Life of New York 
in Bangor, Me. 


Philip B. Flegel 


Philip B. Flegel, general insurance 
broker associated with the Stewart, 
Keator, Kessberger & Lederer general 
insurance agency in Chicago, has been 
appointed general agent of the Indian- 
apolis Life there and is opening an office 
in the Insurance Exchange. He has 
been in general insurance about six 
years and before that for two years was 
an agent of the Prudential. Mr. Flegel 
before his opening has put on two ex- 


—$— 


perienced producers. He recently was 
elected Democratic senatorial commit- 
teeman in the 25th district. 


E. E. Porter 


The Pacific Mutual’s branch in Chi- 
cago ‘thas added another unit managed 
by E. E. Porter, who has been appointed 
assistant agency manager. Mr. Porter's 
elevation is remarkable in that he started 
in life insurance only Jan. 1, formerly 
having been in the security business in 
Chicago. He has had a splendid per- 
sonal production record and as an agent 
secured three fine agents for the branch. 


I. N. Downer 


I, N. Downer has been appointed gen- 
eral agent at San Jose, Cal., for the 
Hamilton National Life of Los Angeles, 
in charge of Santa Clara, San Benito, 
San Joaquin and Monterey counties. He 
has had eight years of experience, for- 
merly representing the Columbian Na- 
tional Life and the California State Life. 


R. F. Freeman 


R. F. Freeman has been appointed 
agency manager at Los Angeles for the 
Peoria Life, succeeding Frank Walker, 
resigned, who will remain with the 
agency as a personal producer. Mr. 
Freeman was formerly with the Pacific 
Mutual Life as field supervisor and as- 
sistant manager of the Los Angeles 
home office agency and general agent 
at Portland, Ore. 


R. W. Dunne 


R. W. Dunne has been appointed unit 
manager in the Illinois department of 
the Reliance Life, of which T. F. Law- 
rence is manager. Mr. Dunne is 26, a 
graduate of St. Ignatius high school and 
attended Loyola, St. Louis and North- 
western universities. He was connected 
with the “Chicago Tribune’s” business 
survey and circulation departments and, 
subsequently, was a salesman for a 
photo-engraving concern. 

He has been connected with the Re- 
liance Life as a salesman since April 
29, 1928, and because of the fine record 
he has made he was promoted to his 
present position. Mr. Dunne is a grad- 
uate of the Chicago life trust institute 
class of 1932. 


Ray P. Chase 


Ray P. Chase, Anoka, Minn., Repub- 
lican candidate for governor in 1930 and 
now a candidate for Congress, has been 
named Minnesota manager for the 
Bankers Reserve Life of Nebraska with 
offices at 704 First National-Soo Line 
building, Minneapolis. Mr. Chase is for- 
mer state auditor. 





Life Agency Notes 











The Los Angeles agency of the Equita- 
ble Life of Iowa, Roy H. Sheldon, cen- 
eral agent, has moved to 1104-08 Asso- 
ciated Realty building. 

Harold Mehthaus will become district 
manager of the Central Life of Iowa for 
Davenport, Rock Island and Moline. 


Life Insurance Advisors, Akron, 0» 
has been incorporated by Andrew White- 
head, Ray J. McCowan and L. A. Lom- 
bard, 

E. F. Neal, well known in Richmond, 
Va., business and financial circles, has 
become affiliated with the J. Henry 
Hooper Agency of that city, ge! 
agent for the Union Central Life, as 
dent partner. 

Cc. F. White has been appointed cen- 
eral agent of the Occidental Life of Los 
Angeles at Omaha, with headquarters 1" 
the Insurance building. He has been 
actively in life insurance work nce 
1924 and prior to that he was manager 
of the United States Rubber Company. 
For the last 14 years he has resided 10 
Omaha. 
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LIFE COMPANY 


CONVENTIONS 





Sader Head of Association 


Chicagoan Reelected President of 
Equitable of New York General 
Agents Association 


At the General Agency Association of 
the Equitable of New York meeting at 
Atlantic City, Courtenay Barber of Chi- 
cago, was reelected president. President 
Parkinson of the company gave a talk. 
The response was made by E. R. Jeter, 
associated with General Agent W. J. 
Roddey in Rock Hill, N. C. Vice-Presi- 
dent Klingman discussed some problems 
of agency administration. The general 
agents gave a dinner to the officers and 
other guests. On the last day addresses 
were made by Secretary Alexander, 
Vice-President W. J. Graham, Second 
Vice-Presidents Borden and Walker. 
T. M. Riehle of New York City re- 
sponded. M. T. Ford, New York City; 
J. D. E. Jones, Boston; Herman Moss, 
Cleveland, and F. S. Goldstandt, New 
York City, were elected vice-presidents; 
E. M. Crutchfield, Richmond, Va., secre- 
tary, and W. J. Keating, Minneapolis, 
treasurer. 


Rural Bankers’ Agents Meet 


Agents of the Rural Bankers Life 
held a group meeting at Garrett, Ind., 





recently with men from DeKalb, Steu- 
ben, Lagrange, Noble and Elkhart 
counties present. Officers from the 
home offices in South Bend made the 
principal addresses. They were John V. 
Sees, president; J. C. Landis, agency 
supervisor; F. H. Tigue, secretary and 
general manager, and S. E. Clements, 
director of agencies. 


—— 


Plack Is Indianapolis Leader 


The annual convention of the Indian- 
apolis Life was held in Asheville, N. 
C., and officers of the Counselors Club 
were elected. H. J. Plack, Davenport, 
Ia., was chosen president; G. W. Ana- 
walt, Indianapolis, first vice-president, 
and J. W. Schwab, Indianapolis, sec- 
ond vice-president. About 75 agents and 


officials attended the convention. Frank 
P. Manly, president, and others dis- 
cussed insurance problems. Mr. Manly 


announced an office will be opened in 
Asheville within the next 40 days. 


The Fidelity Life Association, Illinois 
fraternal, will hold its annual conven- 
tion Sept. 26-29, in Minneapolis, with 
more than 1,000 delegates. 


The Los Angeles branch of the Canada 
Life has opened a Japanese department 
at 117 North San Pedro street. John H. 
Romig, home office, educational super- 
visor, Was present for the opening. 








AS SEEN FROM CHICAGO 





BEARD AGENCY GOES STRONG 

R. H. Beard & Co., general agents 
Philadelphia Life in Chicago, took No. 
1 position among all the company’s gen- 
eral agencies in April, ranking second 
for the first four months. S. S. Eck- 
stone, manager of the Beard & Co. life 
department, was leading personal pro- 
ducer for the company in April. The 
agency now has 16 men qualified for 
the Bermuda convention trip, including 
Mr. Beard, 15 of whom have qualified 
since Mr. Eckstone took charge, Feb. 
16. The agency has written about $1,- 
500,000 under Mr. Eckstone. 

x * * 
E. F. SWIFT’S INSURANCE 

Edward F. 
known Chicago 
died in a fall 


Swift, member of the well 

packing family, who 
from a window of his 
eighth floor apartment, owned about 
$85,000 of life insurance. About six 
years ago, Mr. Swift was in the market 
for life insurance and he was willing to 
buy as much as he could get. Because 
of a heart impairment, Mr. Swift was 
able to buy only $85,000. He carried no 
life insurance before that. 

i. 
MANAGERS DIVISION MEETS 


Earl Harrah, of the Straus National 
bank trust department, and Flint Grin- 
nell, manager Chicago Better Business 
Bureau, will address the managers di- 
vision of the Chicago Association of 
Life Underwriters at the last meeting 
ot the season in the Union League club 
at noon June 9. Mr. Harrah will dem- 
onstrate the visual sales method of using 
the bank trust service approach to a life 
msurance interview. Mr. Grinnell will 
tell of work of his bureau in the last 
two years in its effects on all lines of 
business except life insurance. 

* * * 
SIX SIGNIFICANT ITEMS 
\ striking highlight on the suicide sit- 
vation facing companies as a result of 
economic stress under which many busi- 
hess men have been laboring is given 


Y six stories on the “death notices” 
Page of the Chicago “Tribune” of May 
30, telling of deaths of notable men 


under what might be considered at least 
The outstanding 


unusual circumstances. 





one was Edward F. Swift, meat packer 
and chairman of the board of Swift & 
Co., who fell in his pajamas 11 stories 
from a window of his “Gold Coast” 
apartment in Chicago. 

Next was a story of the fall of E. B. 
Shaw, retired broker, brother of one of 
the founders of the Yellow Cab Com- 
pany, from the 13th floor fire escape in 
his “Gold Coast” apartment. A “dizzy 


spell” was blamed by his family. Next 
was Paul Stoddard, of Cedar Rapids, 
Ia., millionaire head of the Bishop- 


Stoddard Cafeteria Co., who was found 
dead with a bullet wound in his head 
and a pistol in his hand. 

G. W. Page, vice-president W. A. 
Jones Foundry & Machinery Co., Chi- 
cago, fell from a window of his home 
and died later. Police reported he had 
taken poison before the fall, but the 
family insisted it was an accident while 
he was putting a screen in a window. 
A. A. Norton, a lawyer attached to the 
Illinois attorney-general’s office, was 
found dead of carbon-monoxide poison- 
ing in his garage_in Highland Park, the 
motor still running. A man identified as 
Lawrence Sullivan was run over by an 
elevated train. The motorman saw the 
man lying on the track, which is well 
elevated at the point, but could not stop. 

* @ « 
KEMP’S POLITICAL CAMPAIGN 

The D. C. Kemp agency of the Equit- 
able Life of New York in Chicago June 
1 is starting a novel contest in the form 
of a political campaign. Sides are drawn 
between Republicans and Democrats, 
campaign managers are named, caucuses 
are held and other phases of the political 
machinery are mimicked. At the end 
of the month, the Democrat with the 
greatest number of votes, measured in 
production, is declared the nominee of 
that party and the leading Republican 
is the nominee of his party. Then the 


nominee, whose party comes up with 
the largest number of votes, is elected 
president. The contest will be con- 


cluded with a dinner, the winners to eat 
chicken and the losers to eat beans. 
The Kemp agency on Tuesday was 
presented with a cup for its record as 
the leading agency last year in the 
Equitable’s central department. 





TOP-NOTCHERS 


Bankers Life Salesmen Who Have Achieved Success 
Through Consecutive Qualification in Our 
Highest Honor Organization 





J. H. ROWE 


CHICAGO, ILLINOIS 


PRESIDENT'S PREMIER CLUB 
1927 - 1928 - 1929 - 1930 - 1931 


BANKERS LIFE COMPANY 


GERARD S. NOLLEN, President 


Established 1879 Des Moines, lowa 




















Like a Spring Tonic... 


Economic spring fever demands 
a financial tonic. Field workers 
have such a tonic in the “Income 
for Life” policy originated by the 
Fidelity. Men = yt 
are turning to “Income for e” ° ° 
make their future secure. F idelity agents 

profit 


This is a tonic for Fidelity agente, 
too. Other tools in their complete 
sales kit include Low Rate Life, 
Family Income, Disability benefits 
—both income and waiver of 
mium—and Accidental Death Bene- 
fits. They are backed by contracts 
based on more than half a century 
of fair dealing. 


Send for booklet 
“The Company Back of the 


Contract” 


he FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 
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Claris Adams 


Clarence L. Ayres 
‘ Executive Vice-President 


President 





ESTATES ANALYSIS 


- HE AMERICAN LIFE INSUR- 
ANCE COMPANY maintains an 
ESTATES ANALYSIS DEPART- 
MENT which provides Agents with- 
out cost a complete Analysis of their 
clients’ Estates. 

It also draws all necessary docu- 
ments, including Trusts, Wills, Part- 
nership Agreements, Stock Elimina- 
tion Agreements, etc. 

This is only one feature of the 
AMERICAN plan of complete co- 


operation. 











AMERICAN LIFE 


INSURANCE COMPANY 
DETROIT, MICHIGAN 
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Massachusetts Mutual Life 


a synonym for 


Quality and Excellence 


In 


Life Insurance 





MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 
Organized 1851 
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IN THE SOUTH AND SOUTHWEST 





Receivers Appointed in Texas 





State Takes Action Against Bankers 
Guaranty of Dallas and Central 
West Association 





The charter of the Bankers Guaranty 
Life of Dallas, Tex., has been forfeited 
in the district court of Travis county. 
Forfeiture was sought on the ground of 
insolvency and an_ injunction was 
granted enjoining its officers from con- 
tinuing its operation. Bruce Bledsoe, 
Austin, was named receiver. 

On petition of the attorney general of 
Texas, the Travis county district court 
appointed Dennis P. Ratliff, Haskell, 
Tex., receiver for the Central West In- 
surance Association of Stamford, Tex. 
The state’s petition alleged a deficit 
found in the mortuary fund. Officers 
and directors, it was alleged, have at- 
tempted to dissolve the company, which 
operates under the insurance depart- 
ment, and the receiver was asked in or- 
der to conserve its assets. 


Combine Asheville Offices 


The Asheville, N. C., offices of the 
Occidental Life of North Carolina and 
the Colonial Life of North Carolina 
have been merged. The Occidental ab- 
sorbed the Colonial. 

W. E. Champion, former district man- 
ager for the Occidental in Asheville, has 
been named manager of the combined 
offices and Paul Schwarz, former man- 
ager of the Colonial, has been appointed 
supervisor, assisting Mr. Champion. 


Prohibits Premium Payments 


AUSTIN, TEX., June 2—W. A. 
Tarver, chairman Texas insurance com- 
mission, has returned from Washington, 
D. C., where he conferred with the re- 
ceivers of the National Benefit Life. 
Chairman Tarver has stopped agents of 
the company from collecting premiums 
in Texas, where it has a substantial 
volume of business in force. 

A plan is being considered, Mr. Tar- 
ver said, whereby the present members 
may carry on their policies and not lose 





their equities in the assets, but he said 
he will not allow further collection of 
premiums until a complete audit of the 
company reveals its financial condition. 





Managers Reelect Officers 


Officers of the Alabama Life Insur- 
ance Managers Association were re- 
elected at a recent meeting in Birming- 
ham. Officers are Coke S. Wright, 
president; Fred S. Chisolm, vice-presi- 
dent, and Walter B. Fowlkes, Jr., sec- 
retary-treasurer. Directors are James 
D. Wilcox, Hinson Sibley, W. C. Reed 
and E. P. Mauk. 





State Reserve Agents Meet 


Actual sales experiences of successful 
agents and discussions of how the com- 
pany officials and agents can and should 
cooperate to write more business fea- 
tured the addresses at the annual meet- 
ing of the agents of the State Reserve 
Life of Fort Worth, Tex. 





Life Payments Exempted 


OKLAHOMA CITY, June 2.—Sums 
paid on life insurance policies and con- 
tracts, upon the death of the insured, to 
individual beneficiaries, shall be exempt 
from taxation in computing incomes 
under the new income tax bill which 
Governor Murray has now in circulation 
and which will be submitted to vote 
probably at the fall election. 

Amounts received by the insured as 
premiums paid by him under life insur- 
ance, endowment or annuity contracts, 
either during the term or at the ma- 
turity of the term mentioned in the con- 
tract, or upon surrender of the contract, 
would also be exempt. 





Company Receiver Denied 


An application for the appointment of 
a receiver for the Oklahoma Southern 
Life, filed by E. J. Johnson and C. E. 
Buchanan, stockholders, was denied and 
the case dismissed by District Judge W. 
G. Long of Pauls Valley, Okla. Com- 
missioner Read stated that there was 
no necessity for such action, and the 
court so held. 








PACIFIC COAST AND MOUNTAIN 





Daniels Is Agency Manager 





California-Western States Life Places 
Former Missouri State Man in 
Charge at Seattle 





F. R. Daniels has been appointed 
agency manager in Seattle by the Cali- 
fornia-Western States Life. His offices 
are at 207 Securities building. He was 
formerly agency manager for the Mis- 
souri State Life for Washington and has 
lived in Seattle since 1924. 

Mr. Daniels was born in Kentucky. 
In 1930 he took a motor trip west, 
spending a winter in California. He 
moved to Washington with the decision 
to cast his lot with that state and make 
it his permanent home. To his many 
friends and associates in the insurance 
business Mr. Daniels is affectionately 
known as “Dan.” 

H. R. Sessions, who has been agency 
organizer in the Yakima district, is ap- 
pointed assistant to Mr. Daniels and has 
moved to the Seattle office. 


Northwestern Mutual Meeting 


Two instructive business sessions and 
a dinner featured the annual agency 
meeting of the Northwestern Mutual 
Life in Salt Lake under the direction 
of Frank W. Persons, general agent. 








Russell Thierbach, assistant superinten- 





dent of agencies, talked on prospecting 
and time control. John M. Wallace, 
vice-president Walker Bank & Trust 
Company, spoke at the banquet on life 
insurance and its relation to banking. 
George D. Shupe, Ogden, talked on 
“Our Agency.” 


Plan Large Convention Attendance 


The Life Managers Club of Los An- 
geles at its luncheon-meeting last week 
discussed means for assuring a large 
attendance of Los Angeles life under- 
writers at the National Association of 
Life Underwriters’ convention in San 
Francisco. ; 

Robert A. Brown, president Life Un- 
derwriters Association of Los Angeles, 
reported that a trainload of life under- 
writers is planning to stop at Los An- 
geles on the way to the San Francisco 
convention to attend the last three days 
of the Olympic games. A delegation 0! 
40 automobiles will meet the party at 
the train on arrival and entertain the 
members during their stay in Los 
Angeles. 








Mackle Is Tacoma Manager 


Frederick Mackle, Jr., of Tacoma, 
Wash., has been appointed district man- 
ager there for the California~-Wester® 
States Life. He was formerly an officer 
in the Navy and recently went into the 
life insurance business. 
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ACCIDENT AND HEALTH FIELD 





Ea 


Huge Los Angeles Sales Meet 





Over 400 Attend Congress Sponsored by 
Accident and Health Managers— 
Many Good Ideas 





With an attendance of approximately 
40 persons a sales congress spons'ed 
by the Accident & Health Managers’ 
(lub of Los Angeles, was held there last 
week. R. E. Bridges, assistant manager, 
was general chairman, assisted by W. L. 
Thomas, Pacific Mutual Life, and C. M. 
McKee, manager health and accident de- 
sartment Rule & Sons agency. 

‘In his welcome President W. E. 
Lebby, Behrendt-Levy-Rosen Co., re- 
viewed the club’s history. He announced 
that the club is sponsoring a Los Ange- 
les accident and health week, to begin 
June 6 with A. G. McKinnon, president 
Unity Mutual Life & Accident, as gen- 
eral chairman. Companies and agencies 
in Los Angeles will hold production con- 
tests, the leaders to be guests of honor 
at a banquet June 15. 

I. C. Cunningham, agency manager 
Occidental Life of Los Angeles, dis- 
cussed “Why Sell Accident and Health 
Insurance.” He detailed the advantages 
of selling this line of insurance and illus- 
trated many points by relating incidents 
irom his personal experience. 

R. A. Brown, Pacific Mutual Life, 
president Life Underwriters Association 
of Los Angeles, gave a most forceful 
talk on “Accident and Health Insurance 
as a Door Opener for the Sale of Other 
Lines.” 

H. L. Burford, Continental Casualty, 
talked on his 30 years of experience in 
the business. 

“The Advantages of a Planned Sales 
Talk” were related by Russell A. Hoghe, 
assistant general agent Aetna Life. 

C. M. McKee, Rule & Sons Agency, 
in his talk on “The Public’s Attitude 
Toward Accident and Health Insur- 
ance,” explained the most effective 
methods for properly presenting the 
benefits of this form of coverage as pro- 
tection against the loss of money. 

“The Salesman and His Enthusiasm” 
was treated by Charles A. Whitchurch, 
Long Beach agent Continental Casualty, 
in which he clearly showed that enthusi- 
asm is one of the greatest assets of the 
salesman and one that should be culti- 
vated by every person in the business 
who is ambitious to succeed in the full- 
est measure. 

L _Z. Mudra, Continental Casualty 
disability claim department, reviewed 
the points involved in the proper han- 
dling of disability claims in adjustments. 
“Insurability of the Applicant” was 
dealt with by W. M. Stufflebeem, mana- 
ger Retail Credit Company, who ex- 
plained the handling of inspections of 
accident and health applicants. 

Shirley D. Parker, New York, psy- 
chology lecturer, spoke on the impor- 
tance of psychology. 


Portland and Seattle Clubs 








Hold Regional Conference 





The Portland and Seattle accident 
and health clubs held a regional con- 
ference in Seattle with Robert M. 
Bushee, president Seattle club, and R. 
L. Aldrich, president Portland club, pre- 
Siding. W. B. Combs, National Life, U. 
S. A., Portland, spoke on “Blind Insur- 
sa vs. Planned Insurance.” Miss 
Marjorie Gregg, Pacific Mutual Life, 
Seattle, discussed collection problems. 
H ¢ Importance of an Accident and 

ealth Policy to an Insurance Pro- 
gram was told by A. B. Comfort, Com- 
x & Davis, Tacoma. R. L. Aldrich, 
Massachusetts Bonding, Portland, dis- 
yee “The Cooperation of Agent and 
Adjuster.” President David B. Morgan 





of the Northern Life of Seattle, con- 
cluded the morning program. 

In the afternoon Paul R. Green, Aetna 
Life, Seattle, discussed “Accident and 
Disability Group Insurance.” Others on 
the program were: Rodgers P. Morgan, 
Pacific Mutual, Seattle, “Morale Build- 
ing’; C. W. Rogers, Business Men’s As- 
surance, Seattle, “Can a Circularization 
Program Pay and What Will It Cost?” 
D. C. Bintliff, Missouri State Life, Port- 
land, “Should a General Agent Finance 
Premiums?”’; Lloyd Perkins, vice-presi- 
dent, Travelers, Seattle, “Accident and 
Health Premiums—the Income Builder 
Supreme”; Howard Reis, Equitable Life, 
Everett, “Self Organization,” and O. H. 
Jessie, superintendent of accident and 
health department Aetna Life, “Classi- 
fication of Risks.” 

Commissioner Fishback of Washing- 
ton spoke at the banquet, along with 
President J. W. Reynolds, United Pa- 
cific Casualty, and Charles C. Thomp- 
son, vice-president National Association 
of Life Underwriters. 


National Protective’s Charge 


The National Protective Insurance 
Association of Kansas City, which for 
some years has been selling a $3.65 pe- 
destrian accident policy and has just 
changed over to the stipulated premium 
basis, has $25,000 capital stock and $71,- 
340 surplus, with $96,340 surplus to 
policyholders, according to the an- 
nouncement of President R. A. Ridg- 
way. It is contemplated to add fur- 
ther amounts to surplus before long to 
strengthen the company. The National 
Protective, which has dropped the word 
“association,” and substituted “com- 
pany,” will be operated for the present 
in the same way as in the past, but the 
intention later is to enter other states 
than Missouri. The company was or- 
ganized in November, 1926, and in 1931 
collected approximately $500,000 in pre- 
miums. It has paid out more than a 
half million in policy benefits and now 
has approximately 140,000 cent-a-day 
policies in force. The assets as of May 
20 were $141,932; instalment payments 
on death claims not yet due, $11,520, 
and pending claims on which proofs 
have not been completed, $23,888. 


Changes to Weekly Basis 


The Alta Life of Philadelphia, which 
has for many years been writing acci- 
dent and health insurance on the 
monthly premium plan, is changing that 
business over to a weekly premium 
basis. Secretary H. L. Heffern says he 
believes that under present business con- 
ditions the business can be handled better 
on the weekly basis. It will also con- 
tinue to write life insurance on the in- 
dustrial plan, but is preparing to issue 
some new ordinary life policies and also 
some new commercial accident and 
health forms. 


Retiring From Canada 


The Monarch Accident is retiring 
from Canada and has reinsured its Ca- 
nadian business in the Protective Asso- 
ciation of Canada of Granby, Que. The 
head office of the Monarch Accident for 
Canada at Toronto is being maintained 
as the Monarch branch of the Protec- 
tive Association. The Monarch Acci- 
dent was consolidated last year with 
the Monarch Life. That company could 
not secure a license in Canada, as there 
is already another company of the same 
name there. 


Women Take Accident Insurance 


The Travelers states that in April, 
34 percent of its accident business was 
written on women. Some of it was 
written covering housewives and others 
on women wage earners but a great 
pert was written on business women. 
This shows the popularity of accident 
insurance among women. 
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“NCFiELD 


... old tin teapots 
pay no interest... 


Half of the people in this country 
rely on life insurance for their 
future safety. The same safety is 
open to timid money now hiding in 
teapots and safety boxes. 

The Franklin offers many splen- 
didly useful policies providing both 
insurance protection and invest- 
ment advantages—excellent out- 
lets for money afraid of hazardous 
channels. 


The USE of money, safely and sen- 
sibly, to provide for the future, has 
never been more urgent than now. 


The Franklin 
Life Insurance 
Company 


Springfield, Illinois 





























Girard Life Insurance Company 
Philadelphia, Pa. 


Has excellent General Agency openings 
in Ohio, Pennsylvania and Michigan 
Generous first year and renewal commissions. 
Low net cost policies. 

We seek General Agents of high character and ability, who are will- 
ing to devote efforts to building a real General Agency. 
When writing give us a fair word picture of yourself and your insur- 
ance experience. 


Your correspondence will be treated confidentially until 
such time as we have your permission to make inquiry. 


























THE UNITED STATES LIFE tone 
Organized 1850 In the City of New York Non-Participating Policies Only 
Over 80 Years of Service to Policyholders 
Good territory for personal producers, under direct contract 
HOME OFFICE: 156 Fifth Avenue, New York City 
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NEWS ABOUT LIFE POLICIES 
TH E IDEAL New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 


INVESTMENT POLICY ad Ne ey ee ry + lhe er eller 


PRICE, $5.00 and $2.00 respectively. 








—— 


( “Seven Point Special’ policy contains the fol- Pc Soe 
ae eso — Changes Disability Program| Blanket Coverage Contra 


lowing features: 














(1) A death benefit before (2) An income at age 60 (guar- Fidelity Mutual Retains $10 Per $1,000| Bankers National Life Announces Ney 
age 60 and anteed for 120 months), Clause on Income for Life Plans, Form to Meet Demands of Va. 
or: $5 on Others rious Organiztiaons 
or: 
4) Cash Payment for $8,100 TE I cn 
(3) At age 60: paid-up life in- ” and Be se life ns Important changes in its disability} JERSEY CITY, N. J., June 2.—The 


° »rogram have been made by the Fidelity Bankers National Life has announce( 
surance policy for $22,920, for $10,000. Mutual, effective July 1. Disability in- | a4 new “blanket coverage” contract, de. 


come and waiver, which will be issued | Signed especially to furnish the benefits 








There are valuable options in the event of discontinuance, viz, only to male risks, ages 20-50, will con- | Of group insurance to clubs, associa. 
Paid-Up Endowment Insurance; or Extended Term Insurance tinue at $10 per unit on income for life| tions, fraternities and other  bodie; 
plus Pure Endowment; or Paid-Up Life Insurance plus Cash plan, and on life limited payment and | which lack one or more of the prere. 


endowment plans will be cut to $5 per | quisites for regular group coverage, such 
$1,000. No income will be granted un- | as a common employment or a commor 
less disability occurs before age 55 or | employer or an employer who pays part 


Balance. 








Many people with money are looking for an investment—the 








“ce nine Snecial”® Bae lenieahie aclu! prior to maturity and on endowment | of the cost. ; 
Seven Point Special” provides an admirable solution. and income for life plans disability will} According to J. M. Steinacher, gen. 
cease at maturity and not continue for | eral agent in charge of the blanket coy- 
"vite. telephone or call at our nearest office for details. life as under the present forms. Wait- | erage department, this type of contract 
Write, telephone or call a “aie Ui ef ing period will be six months and if | enables the company to furnish protec. 





approved, first monthly income payment | tion at a very low cost. It is furnished 
will be for the sixth completed month | from a minimum of $1,000 up to $2,500 


EK M A NH A TT A N | IFE of disability. non-medical unless individual applica. 
Slight Rate Reduction tions indicate a medical examination js 


necessary; collections are lumped, being 


_ There will be a slight rate reduction | collected from a designated individual in 
NS U RANCE OMPAN Y for disability income and waiver in con- | the group; the danger of adverse selec: 
nection with life, limited payment and | tion jis minimized. Disability coverage 


. endowment plans,and an increase in| may be obtained at extra cost 
654 Madison Avenue at 60th St., New York Cit connection with income for life plan. In ‘ se 
: ss y connection with the latter the limit will Experimenting with Coverage 
Founded 1850 Thomas E. Lovejoy, President be 25 units or monthly income $250,/ The company has been trying out this 





less any disability income already in | coverage for the last two years and has 
" ° ° force with the company; and in connec- | now several millions in force. On the 
Over Eighty-Two Years of Continuous Service tion with life, limited payment or en-| basis of its satisfactory experience it i 
dowment plans, maximum will be $50,-| now offering it to insurance men gen- 
000, or $250 income per month, less any erally. 

disability income already in the com- Each individual in a group pays the 
pany. Full limit of this clause will not | same rate, the amount being determined 
be issued under age 25, nor will the| py the average rate, which in turn de- 
clause be issued in connection with a] pends on the ages of those in the group. 


policy for less than $2,500 or on non-| Dividends . ae im 
When was there ever medical cases. Certain occupational lim- aacuiar af coi anand toate 
a greater need for 

















its are imposed on dentists, doctors, . . : i “ye 
: I oF *» | may convert to ordinary life but since 
clergymen and possibly some others, | there is usually no reason why he should 
the maximum disability income being | sever his connection with his group, the 
$ > »ligi > . a » 

. $100 per month. Ineligible groups will | jee to convert does not usually arise 
usiness nsurance be farmers, farm laborers, industrial] 4- jn the case of an employe leaving an 

7 workers, students, applicants without | ,, : ; : 


, : -. }employer and converting his group in- 
earned income, those whose income is 


: surance. 
seasonal or uncertain, small storekeep- ae : : 

: ’ : isk t s y ater than 

Certainly, today, the great part ers and those whose businesses are lo- _ risk being omewhat eee’ d 

which life i on th ed ae wad or : under group, the rates are correspond- 

which ltfje wmsurance can play im the cated at their residences. ingly higher While each individual may 

affairs of business should be apparent Watves to Meth Seuce take from $1,000 to $2,500 non-medi- 


to most prospects. Yet, to sell Busi- cally, he may get coverage up to $10,000, 





Insofar as the waiver only clause is ; . oo vs att 
ness Insurance, you need a special- concerned, it will be issued on male _ mony a gro borage 
" = . ’ - Pasty wherever his total under the contract 
ized knowledge of how insurance risks, ages 16-55 inclusive, and upon un- guns shove a 500 ; 
can best be applied to the many dif- married women ages 20-45 inclusive. . as ka 

. Yisability must occur in male risks be- ° ° “1 
ferent types of business. Disability bey - ’ 
yP . fore age 60 and in female before 50 or Pacific Mutual’s Disability 
prior marriage. Six months’ waiting pe- 

All Important Phases Treated riod is instituted, premiums being] Long Awaited Announcement of leader 

The book, Businsss Insuaance, written waived, however, from time insured be- in Acchieet ond Shes, Paid 
by a practical and successful salesman, Leon came disabled, with limitation of one Made This Week 
Gilbert Simon of New York City, covers year for dating back. There will be a mee 2Ris wes 
— hy RE ER —_— slight rate increase on all plans. Limits —_—_—- 
“Life Values” of Business Insurance, in- of insurance with waiver only will be: The long awaited announcement © 
cluding credit, it discusses the Business In- Minimum, $2,500, maximum, $75,000,| the Pacific Mutual as to its disabilit 


surance Agreement, the Use of Trust Com- Pa varying with age and other insurance in| program in connection with life policies 


panies — Partnerships —Corporations— Sol aa a P 5 : Sa . n + . ’ 
Proprietorships (and their differences). force in the same company bearing dis- ' was made this week. The effective date 





Prospecting, Methods of Approach and o —s benefits. be clause will not = of changes is July 1. p 
Selling each, Actual Interviews, ¢ issued on non-medical except with med- In coverage for men, protection wi! 
a gh BS “SS M4 ical examination, nor on the term or | extend to age 55. The unit remains $10 
Jocte ‘are’ tranted tn’ thie war S® Le retirement income plans. ; per $1,000, per month, but applying t° 
standing book, Va s Accidental death benefit is being | the first $10,000 issued after the progra” 
¢ : changed, the present contract providing | goes into effect. For amounts above 

ya . ra the extra benefit in event of accidental | ¢10,000 but within limits established, the 

eo 2 ri death of insured at any time during life : ill be $5 per $1,000. First pay- 

. “ F eC : at an) gre |} unit wi be $5 per $1,000. t pa 
This book ¢ = : of policy, but effective July 1, the addi-| ment in event of claim will be at end 


, SE ae It efte m wil 
will really show 4 roe s tional benefit will be payable only in| of fourth month of disability, and will 
you how to ‘4s ; Ks “ case of accidental death prior to age 65.| be one month’s indemnity. Disability 
payments will continue during disabil- 








| 
sell i - . F ccutanialiad | 
¥ AS a . , ew aa Pacific Mutual i but upon insured’s reaching age 
Copy $3.00 ‘$8 - Pa - ¥ Ps E cs . ; : | under a running claim, amount 0! pay: 
WA sf ) a a The Pacific Mutual has issued in-| ments will thereafter be 50 percent : 
ORDER NOW a Ss ie - S structions to its field force that it will | the former amount, in harmony Ate 
fe “ - - not accept over $1,000 premium on the | the company’s non-cancellable accidet 
“Written for . are 2 - a os JF retirement income bond, or deferred an- | and health form. . _— 
the man in the field’ Pa en pA aa 4 “mn. Clnstanatt || NUity, except on the single premium| Under complete benefit, maximum 
Polit : : . basis. | limit including disability income in 
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Pacific Mutual under the 1-18 and sub- 
sequent policy editions, will be $250 a 
month, but where there is no other dis- 
ability insurance in force with the com- 
pany it will issue waiver only on an 
additional $10,000. Minimum indemnity, 
including that in force with the com- 
pany, must not be less than $20 a month. 

Maximum insurance under’ which 
waiver only will be granted will be 
$100,000, provided annual premium un- 
der such does not exceed $5,000. Amount 
of waiver applied for, together with that 
already in force, must be on not less 
than $2,000 insurance. Age at issue will 
be limited to 50. 


Contains Pro Rate Clause 


The contract will contain provision 
that the indemnity in the Pacific Mutual 
and all companies, may not exceed aver- 
age earnings over two years immediately 
preceding commencement of claim, else 
there will be a proportionate reduction 
of indemnity payable under the contract. 
This is considered an important change 
and recognizes the principle that it is 
dangerous to provide monthly indem- 
nity in excess of actual loss in earnings 
suffered. 

Coverage under endowments, retire- 
ment income bonds and other income 
policies will be similar to that described 
above, running to 55 but not beyond end 
of endowment period, and payments un- 
der a running claim will not extend be- 
yond age 65, or end of endowment 
period, whichever is earlier. There will 
be no 50 percent decrease under a run- 
ning claim upon insured’s reaching age 
60. Coverage under waiver only will 
run to age 60 and will be issued to ap- 
plicants up through age 55. 

Women will be restricted to waiver 
only, with maximum limit $25,000 insur- 
ance and minimum $2,000. Period of 
coverage will extend to age 55 and it 
will be issued through age 50. The con- 
tract will not contain a marriage restric- 
tion clause. 

There will be an upward adjustment 
in rates for all disability insurance in 
harmony with premiums adopted by 
other standard companies under new 
disability programs, but with proper 
consideration of differences in coverage. 

Actuary A. G. Hann states that the 
program has been under consideration 
for many months and is based on the 
company’s actual experience in grant- 
ing this kind of insurance. 


REDUCES DIVIDEND SCALE 

The Pacific Mutual has reduced its 
dividend scale, effective July 1, the start 
of the next regular dividend year, the 
cut ranging from 3.5 percent to 6.6 per- 
cent. The dividend at the end of the 
first policy year is being continued. Its 
interest rate on money left on deposit 
continues at 4.9 percent. President G. I. 
Cochran states preliminary tests indi- 
cate that under the new scale the period 
of acceleration will be but slightly 
greater than that under the old scale. 
“This action is taken in the belief that 
because of the present unsettled condi- 
tions, both in respect to the value of 





| 





securities and business in general, con- 
servatism should govern our every ac- 
tion,” he states. 


New Life Adjustment Form 





Philadelphia Life Brings Out Combina- 
tion of Term and Ordinary Life at 
Low Rates 





The Philadelphia Life has brought out 
a “life adjustment” policy calculated to 
meet present economic conditions with 
a low rate for certain periods which the 
policyholder elects, and then of obtain- 
ing an ordinary life contract. It is in- 
tended to give double protection for 20 
years to persons who have families, thus 
covering the critical period when chil- 
dren are growing, and at the end of 20 
years protection is reduced to one-half 
with a substantial reduction in premium. 

Or, at the end of ten years insured 
has option of paying increased premium 
and continuing his insurance for full 
amount for life, and again at end of 20 
years. The policy is participating, divi- 
dends starting at end of first year. It 
is issued only to preferred risks in mini- 
mum amount $5,000 and maximum 
$100,000, between ages 15-55 inclusive. 
It offers cash and loan values, paid-up 
insurance and extended term values at 
end of third year. The company ex- 
plains it is not term insurance but a 
combination of term and ordinary life, 
giving the advantages of both. 

For example, a person age 35 miay 
take $10,000, annual premium $178.80, 
or slightly more than for 20 year term, 
providing $10,000 insurance for first 20 
years and $5,000 insurance after 20 years 
and for life, at annual premium reduced 
to $114.40. At end of ten years, the $10,- 
000 can he continued for $274.20 annu- 
ally and at end of 20 years for a pre- 
mium of $393.80 annually. Rates are: 





Conver- Conver- 

sion sion 

Initial After After After 
Age Prem 20 Yrs. 20 Yrs. 
15 $11.10 $ 6.75 $18.19 
20 12.05 7.49 21.34 
25 13.30 8.42 25.55 
30 14.99 9.62 31.27 
35 17.88 11.44 39.38 
40 22.01 13.85 49.90 
45 28.05 17.13 64.59 
50 36.96 21.65 85.26 
55 49.92 27.94 114.79 

Atlantic Life 

The Atlantic Life has brought out a 
retirement income endowment at 65, is- 


sued exclusively non-par, providing in- 
come to assured in multiples of $10 
monthly with 120 months guaranteed 
In lieu of income at maturity, the as- 
sured may elect to receive $1,300 cash per 


unit, or upon new medical to take $405 
cash per unit and receive a $1,300 paid- 
up policy. Another option is to take 
$1,889 paid-up insurance with no cash 
withdrawal. The face amount of insur- 
ance is $1,000 per $10 monthly income 
unit until the cash value exceeds the 
face, when death benefit becomes the 
cash value. Rate at age 35 per $10 
monthly income is $32.19; cash values 


are: Third year 48; fifth year $101; tenth 
year $254; 20th year $670. 








GENERAL AGENCY NEWS 





Fischer Is Wichita Speaker 


St. Louis Man Headliner at All-Day 
Convention of A. D. Lynn 
Agency in That City 


C. O. Fischer, general agent at St. 
Louis for the Massachusetts Mutual, 
was the headliner for an all day con- 
vention held by the Massachusetts Mu- 
tual agency of A. D. Lynn in Wichita, 
Kan. The agency covers central and 
southern Kansas. 

Mr. Fischer carried an inspirational 
message. His agency has been highly 
Successful, with a gain of $967,000 new 
business at the end of the first four 
months this year. Eighteen months ago 
he adopted the slogan, “Business Condi- 











tions Today Are Normal,” and by work- 
ing on this basis, and not waiting for 
business to get better, his agents have 
accustomed themselves to the present 
situation. 


Oklahoma Agency Moves 


The McPheeters-Wantland Agency, 
which represents the Security Mutual 
Life of Nebraska in Oklahoma, has 
moved from Edmond to Oklahoma City. 
Both T. R. McPheeters and C. W. 
Wantland as personal producers are 
leaders in the company’s $150,000 Club. 


Field School at Syracuse 


The W. L. Boyce agency of the Equi- 
table Life of New York at Syracuse, 
N. Y., has completed another field 





LIFE INSURANCE E 


DITION 








SOMETHING NEW trav JIS NEW 
IN LIFE INSURANCE 


A Dollar’s worth for every Dollar paid 

regardless of kind of policy purchased 
A $1,000.00 Endowment Policy, any age at issue, guarantees 
$1,961.54 plus Dividends in event policy becomes a claim the year 
it matures. 

Our Twenty Payment most remarkable policy of all 
to write about in this advertisement. 

We have Ordinary with and without Cash accumulation. With- 
out cash value it furnishes Pure Protection Life insurance at non- 
participating rates but on a participating basis—it is estimated 
dividends will amount to 50% within a few years, based on actual 
experience past five years. 

Juvenile Policies—Ordinary, Twenty Payment and Endow- 
ment from birth, with all the fine features of our Adult Policies. 

Many other forms of Policies equally attractive. 

Operating in Illinois, Michigan, Indiana and Missouri 


NTERSTATE RESERVE 
LIFE INSURANCE 
COMPANY 


Mutual Legal Reserve Life Insurance 
Ten East Pearson Street : : : 


too much 


Chicago 
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N UNUSUAL CONTRACT 


will be offered to 


is a producer 
—is, of course, honest 
—has three years of experience 


N UNUSUAL MAN 


—will WORK 
—is seeking opportunity 


—can organize 
—needs no drawing account or 
salary 
—needs no office expense 
BUT WHO will accept Home Office help in the appointment 
of new Agents under him for whom he will not be responsible finan- 
cially and yet on whom he will receive overwriting Commissions as 
high as $4 per thousand and long time Renewals. 
Has 


THE COMPANY—is rated over $135,000,000 in 


"A" by Best. Its rates for force. 

Insurance are extremely TERRITORY—The Company 

low. desires especially to de- 
velop Indiana, Illinois, 


{Age 35 Ordinary Life 
Net Cost First year 
per thousand $17.85) 


North Carolina and Texas. 
ASSISTANCE—Experienced 
field men to help the man 
selected to build a real 
in which the Re- 


It writes all latest forms— 


Participating only—includ- agency 
ing an improved Family In- newals are NON-FOR- 
come form; also Juvenile. FEITABLE. 


We want an UNUSUAL Man 


UNLESS you have no present connection, or you have a real reason for leaving 
your present connection and are not at fault yourself, we are not interested. 
Write fully about yourself. We will not communicate with references until after 
interview. Write W-25, The National Underwriter. ‘ 
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school under F. R. Amthor, home office 





instructor. The 30 students in the ten 


afternoons of the school wrote over NEwSsS OF LIFE 


$550,000 


ASSOCIA TIONS 





Mr. Amthor said the examination 
average of this school Was the highest 
of any he has ever conducted, over half 
of the class rating over 90 percent and 


Huge Congress at Minneapolis 





only two members under 80 percent. Life Insurance One Investment Thai 
—_—_ Hasn’t Shrunk Says Huebner— 
Anderson at Kansas City H. E. North Speaks 
KANSAS -:CITY, MO., June 2.—E. : na 
C,. Anderson,’ assistant agency super- The importance of life insurance as a 


visor Connecticut Mutual, spoke to the | stabilizing factor in the economic life 
Kansas City and Wichita agencies at a | 0! the nation was stressed at the annual 
joint meeting held here recently, Mr. | Sales institute of the Minneapolis Asso- 
Anderson was the guest of Herley S. | ciation of Life Underwriters in Minne- 
Daily, general agent here. apolis last week. The sessions were at- 
; tended by approximately 400 life under- 

ni writers, while the meetings which were 
Toledo A. & H. Club Elects open to the public drew audiences of 
1,500. 

Homer Bisch of the National Cas- Dr. S. S. Huebner, University of 
valty was elected president of the Acci-| Pennsylvania, asserted that life insur- 
dent & Health Managers Club of To-] ance was the one investment whose 
ledo at the annual meeting. Vice-presi- | value “has not shrunk a dollar since 
dent is Archie Baney of the Continental | September, 1929.” “In two and one-half 
Casualty and secretary is J. D. Mome-| years, one-fifth of the estates owned in 
nee of the National Casualty. America have been wiped out,” said Dr. 

Members of the board of control are| Huebner. “At least half of them have 
William Toepfer, Commercial Casualty; | had their values cut 50 percent. Values 
Frank Lippincott, American Casualty of | of all basic commodities have suffered 
Reading, and E. F. Burge, Continental | immense decline. We can mitigate the 








Life. The officers and members of the | suffering of depressions with life insur- 
board of control plan to attend the con- | ance, which removes the economic haz- 
vention in Chicago. The Toledo club | ard.” 

just completed its first year. Mr. Burge Other speakers were H. E. North, 
was the first president. vice- -president Metropolitan Life, who 








eo the baton passes from runner to 
runner. The fresh sprinter is on his way at 
top speed as his mate reaches him. Not a frac- 
tion of a second is lost. Such polished co-oper- 
ation wins relay races, even for less brilliant 
individual runners. 


Teamwork counts in life insurance, too. 
Swift passing of leads, ideas, and promotional 
helps on to the field force brings sales victories. 
Rapid adjustment of claims produces goodwill. 


Central Life’s home office departments are 
geared for swift, steady co-operation with its 
field representatives. Its location in the center 
of the nation is most advantageous in such 
efforts. 


Central Life 


Assurance Society 


(MUTUAL) 
DES MOINES IOWA 





discussed modernization of sales meth- 
ods; John H. Hamel, First Union Trust 
& Savings Bank of Chicago, who out- 
lined practical trust ideas that aid in 
increasing insurance sales, and Vash 
Young, author, who discussed the pres- 
ent economic trend and need for read- 
justment in certain lines. 


Michigan Midyear Meet Held 





Launching of Local Groups and Educa- 
tional Plan Discussed—Lansing 
Selected for Annual Gathering 





Plans for addition of two or more lo- 
cal associations allied with the state or- 
ganization were outlined at the midyear 
meeting of the Michigan State Life Un- 
derwriters Association in Detroit last 
week. State officers will go to Grand 
Rapids scon to interest the association 
there to aid in the organization of Mus- 
kegon life underwriters. An effort will 
be made also to form an association in 
Port Huron, with the Flint association’s 
assistance. 

Tentative arrangements were also 
made for the annual convention which 
will be held as usual in Lansing, prob- 
ably early in November. Efforts will be 
made to obtain Dr. S. S. Huebner as 
the main speaker. 

Plans for getting the “Michigan plan” 
of economic education for school chil- 
dren under way are progressing rapidly, 
Glenn S. Kies, Lansing general agent 
Ohio National Life and chairman of the 
educational committee, reported. 

Mr. Kies favored the proposal of the 
educational committee of the National 
Association of Life Underwriters to pre- 
pare a textbook on all forms of invest- 
ments for use in the schools. The na- 
tional committee is watching the experi- 
ment in Michigan with keen interest he 
said. 

Four Recommendations 

To get the movement under way at 
the earliest opportunity Mr. Kies offered 
four recommendations, all of which were 
adopted by resolution. First, that the 
committee work closely with the teach- 
ers appointed at the suggestion of the 
superintendent of pwhblic instruction to 
urge teachers to make use of the mate- 
rial; second, that the costs be secured 
on publishing 100,000 booklets covering 
the life insurance education course pro- 
posed under the Michigan plan; third, 
that arrangements be made for financing 
the publication and distribution of the 
booklets as soon as estimates are ob- 
tained; fourth, that a plan of local asso- 





Insurance Going Through 
Third Baptism—Whatley 





Life insurance is practically the only 
business that has so far weathered the 
economic storm and life underwriters 
are in a position to stem a decreasing 
income through increased efforts and 
better sales methods. This message was 
brought to the Milwaukee Association of 
Life Underwriters at its monthly meet- 
ing last week by S. T. Whatley, Chi- 
cago, general agent Aetna Life, who 
talked on “Selling Life Insurance in 
1932.” To give him a vision of the fu- 
ture, Mr. Whatley said a life underwriter 
must have a knowledge of the past and 
an understanding of the present. 

“Life insurance companies have gone 
through three baptisms of fire in the 
present generation,” Mr. Whatley said. 
“The first was during the Armstrong in- 
vestigation in 1906 and 1907, the second 
when the government provided life in- 
surance for soldiers during the world 
war, and the third during the present 
time when they are being put to the acid 
test during the economic crisis and have 
been able to weather the storm.” 








ciation sponsorship of the movement ip 
each individual section of the state hy 
worked out. 

The Life Insurance Sales Researc} 
Bureau has expressed much interest ip 
the plan and it is hoped will aid it finan. 
cially and the National association will 
likely give financial assistance, too, said 
the speaker. 

The better practices committee has 
been working quietly but effectively for 
the improvement of the business in the 
state, James E. Walker, Lansing, stat 
manager Guaranty Life, reported. Sey. 
eral cases of unethical practices have 
been adjusted by the committee without 
recourse to the commissioner or the 
courts, he stated. 

Agents Abuse Financing 


One of the most widespread abuses at 
the present time is the matter of agents 
financed by general agents affiliating 
with another general agent before re. 
paying the first, Mr. Walker pointed out 
Other problems that are assuming in- 
creasing importance include attacks on 
the stability of other companies and the 
efforts of an increasing number of bank- 
ers to bring about the surrender of poli- 
cies. These matters will be considered 
at a meeting of the better practices com- 
mittee to be held in Lansing shortly 
with the officers of the association at- 
tending. 

A resolution was passed changing the 
by-laws to provide for dues of 40 cents 
per member up to 100 members per loca! 
association, with a rate of $2.50 per 100 
or fraction thereof above that number 
The proposed constitution for the Na- 
tional association was approved and del- 
egates to the national convention were 
urged to support it. 


Essay Contest Great Success 


Oklahoma Association Arouses Much 
Interest Among Women’s Clubs 
of That State 


OKLAHOMA CITY, June 2.—The 
essay contest sponsored by the Okla- 
homa Life Underwriters Association 
brought the message of life insurance 
before 10,000 of the most active women 
of Oklahoma, members of the State 
Federation of Women’s Clubs. Fifty 
towns were represented in the entry list 
and 100 essays were submitted. 

For the best essay on “How Life In- 
surance May Be Used to Reduce the 
Number of Dependent Children in Okla- 
homa” $50 was given to the writer and 
$25 to her club; second, $25 to the indi 
vidual and $10 to her club; third, fourth 
and fifth, $5 to each individual. To the 
district chairman having the greatest 
percentage of clubs participating, $10 
was presented. A $25 prize was givéel 
to the best essay writer from junior 
clubs and $5 for the three next best. 

Announcement of winners was made 
at a State Federation meeting here an¢ 
prizes were awarded by George F 
Lackey, Massachusetts Mutual, former 
president National Association of Lile 
Underwriters. Mr. Lackey said enthv- 
siasm ran so high that the women fr 
quested the contest be repeated next 
year. 

Ss a & 


Trust Officer Gives Counsel 


B. W. Butler of Chase National Bank 
of New York Spoke at Cincinnati 
Meeting 


“If You Were Your Own Executor 
was the title of an address by B. \\ 
Butler of the trust department of the 
Chase National Bank of New York ™ 
Cincinnati under the joint auspices © 
the Cincinnati Life Underwriters Ass 
ciation and the Corporate Fiduciaries 
Association. With Mr. Butler, at the 
speakers’ table, were Russell Wils0™ 
mayor of Cincinnati, and a commuttee 
consisting of W. A. Stark, assistant 
trust officer of the Fifth-Third Union 
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Trust Company and president of the 
Fiduciaries’ group; H. Y. Lissenden, of 
the Lincoln National Bank; Ray Hodges, 
general agent of the Ohio National Life, 
and Guy D. Randolph, general agent of 
the New England Mutual Life. 
In speaking of the connection between 
the work of the underwriter and that of 
the trust officer, Mr. Butler said that 
the life agent sells “capital for future 
delivery,” while the trust officer sells 
“the conservation of capital.” There is 
the common sales resistance met in sell- 
ing something intangible, in the pros- 
pect’s aversion to the thought of death 
and in the fact that neither is absolutely 
necessary to happiness. 
To emphasize his points he showed 
lantern slides of a number of charts used 
as visual aids in selling a life insurance 
trust. One of these was the “family 
tree” chart, on which he showed that, 
if a widow received life insurance pro- 
ceeds with trust arrangement, it would 
be possible at her death for her nephew 
to obtain those proceeds instead of the 
person the insured would have chosen. 
In another he showed the breaking up 
of a typical estate and in another the 
proper disposition of a closely held busi- 
ness at the death of a stockholder who 
had arranged a life insurance trust. 
Some Suggestions Made 


He said: “No man can tell you he is 
leaving an absolutely ‘clean’ estate. 
There is not a man living with an estate 
of any size who does not need life in- 
surance, because only about 40 percent 
of the liabilities of an estate are created 
during the man’s lifetime; the other 60 
percent are due to his death entirely.” 

Speaking of settlement options, he 
said that they were much used years 
ago. Life insurance trusts came later, 
and there is now a tendency to return 
to the options. He said: “The options 
should be used in the vast majority of 
smaller cases, where there is only 
enough life insurance to provide food, 
clothing, shelter and elementary educa- 
tion. For larger estates, use life insur- 
ance trusts.” 

He advised that prospects make up a 
family tree chart, a chart of income 
required, of capital, a personal balance 
sheet; that they then deduct the liabili- 
tes and find the difference between 
what the estate will.produce and the 
requirements, capitalize that at 5 percent 
—"“then go tomorrow and see your I:fe 
underwriter.’ 
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Wheeling, W. Va.—Lawrence FE. Huff- 
man, Charleston, spoke to the Wheeling 
association this week and told of the 


part life insurance is playing in assist- 
ng unfortunates in the present economic 


depression. 


Louisiana—The Louisiana association 
presented a playlet “What Price Policy 
New Orleans The was 


Loans?” at cast 


composed of J. H. Stevens, Aetna Life: 
Mable McKinnon, E. J. Thomas, Jr. 
Louise A. Landry, W. L. Moore, Jessica 
leffs, Burn sRedmond and Dennis Burke- 


Roche, all of the Pan-American. 
Marshalltown, In.—“Life Insurance as 
Investment” was the subject of an ad- 

dress by H. S. Haskins, Des Moines, state 

agent John Hancock Mutual Life, before 
the Marshalltown association, 


Atlantn—The Atlanta association had 
‘nN attendance of 100 at its May meeting. 

President John A. Jones, New York 
Life spoke on “The Life Insurance 
Agent, Past and Future.” He described 
the growth and development of life in- 
“trance in the public confidence, calling 


on all life insurance men to protect that 
~ Midence by thinking of the policy- 
holder first and treating brother agents 


fairly, 
as 

Chicago The nominating 
* the Chicago association to 
slate ; 

1 ® for the election, June 23, appointed 
Y President A. E. Patterson, general 
‘gent Penn Mutual, at the May meeting 


committee 
prepare a 


ri 


a: N H. Bokum of Bokum & Dingle, gen- 
Danes Massachusetts Mutual; P. G 
“Lh &, New England Mutual, editor 
— M- tues”; with two members elected 
Mutu pene R. E. Spaulding, manager 
State. Mut New York, and J. P. Dennison 
aie itual, and H. T. Wright, asso- 
agency manager Equitable of New 


York and 


chairman advisory board, as 


LIFE 


chairman. C. G. Milner, Great West Life, 


was elected chairman of the board of 
election judges, with C. W Foltz, Sun 
of Canada, and L. C. Hunt, Massachu- 
setts Mutual, as members Mr. Patter- 
son ran wild with the election of three 
Joneses to the auditing committes J. R 
Jones, cashier John Hancock Sarah 
Frances Jones, Equitable of New York, 
and Sylvester Jones, Provident Mutual! 


Rochester, N. ¥.—Three new directors 


of the Rochester, N. Y., association were 
elected at the last meeting of the season, 
which was addressed by Superintendent 
Van Schaick of New York. The new di- 
rectors are G. V. Shaw, New York Life: 
G. O. Johnson, Travelers, and George 
Farrell, Connecticut Mutual. The new 
officers of the association will be elected 
by the directors soon D. H. Taylor of 
the Equitable Life of New York is the 


retiring president 
ok ok ne 
Asheville, N. C.—Roger B. Hull, man 
aging director National has 
written the Asheville association 
mending its membership campaign 
Since Jan. 1 the Asheville 
has increased its membership from 18 to 
56 with a goal of 75° by June 1, 
OK aK OK 
St. Paul—M. B. Oakes, 
view Service, Indianapolis, 
jeint meeting of the St. Paul association 
& General Agents Club 


association, 


com- 


association 


Research Re- 


addressed a 


Oklahoma—tLester O 


Schriver, Aetna 
Life general agent at Peoria, Ill, and 
secretary National association, is sched- 
uled to address the Oklahoma associa- 


tion June 11. 


Richmond, Ind.—The Richmond asso- 


ciation was addressed at its last dinner 
meeting by E. A. Crane, Indianapolis, 
general agent Northwestern Mutual 
Paul Miller, Equitable Life of lowa, was 


awarded the attendance prize for 
consistent attendance at meetings. 


Fort Wayne, Ind.—J. L. Mueller and 
Paul W. Sutter have nominated for 
president of the Fort Wayne association. 
The election will be held June 16. Other 
nominees are: V. J. Harrold, vice-presi- 


been 


dent; Zura Z. Brown, secretary; James 
R. Geiger, treasurer; Don Heffley, Hugh 
Jeffrey, Louis N. Rocca, Charles R. 
Zeddis and John Knorr, members of the 


executive committee (three to he 


elected); Russell Solomon, national ex- 
ecutive committeeman 

H. FE. Van De Walker, Michigan mana- 
ger of the American Life of Detroit 
made the principal address at the last 
meeting 

Grand Rapids, Mich. The (irand 
Rapids association heard Commissioner 
Livingston talk on the stability of life 
insurance at its meeting last week. The 
commissioner pointed to the great 
strength manifested by life insurance 


as an institution during the current eco 


nomic crisis and emphasized its import- 
ance in stabilizing business in general. 
The commissioner condemned in em- 
phatic terms the life underwriter who 
strays from the ethical path to question 
the financial strength of competitive 
companies in these critical times He 
said that the public must be made to 
realize the fact that life insurance ji 
essentially stable and that loose talk 
about companies, much of it unfounded, 
reacts badly toward the entire business 


Mutual Bensht Concerns Are 
Being Organized in the West 


In some of the western states the 
mutual benefit society craze is now 
being pushed to the limit. These are 
smal! concerns giving a death benefit 
and sometimes a disability benefit. In 
Illinois these concerns were placed 
under the jurisdiction of the state in- 


surance department at a recent session 
of the legislature and are made to com- 
ply with certain regulations. In other 
states there is doubt as to how far the 
insurance department can go in assum- 
ing jurisdiction or whether they have 
any authority at all. The Iowa depart- 
ment has now put up the matter to the 
attorney general. In that state a num- 
ber of these concerns have been organ- 
ized. This is true also in Wisconsin, 
Minnesota and a number of other states. 
The outfits are offering cheap insurance 
and are trying to get people to drop 
their higher priced policies and take this 
sort of insurance. 
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Back 


of the Guaranty Life is Found 


The impregnable Legal Reserve System 

A strong financial foundation 

The well seasoned Iowa insurance laws 
iscriminately selected investments 

A representative Board of Directors 

An experienced Home Office management 
Modern and liberal policy contracts 

Officials who know the problems 

An enthusiastic and hard working agency force 


These constitute the very elements of permanency 
and progressive development. Tie to a company 
that is growing. 


Desirable agency connections available in 


Colorado 
Ohio 


Towa 
Minnesota 


Lee J. Dougherty, President 


Guaranty Life Insurance Co. 


Davenport, Iowa 
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Rockford Life Has a Message for You 


President F. L. Brown 


Rockford Life Insurance Co., Rockford, Ill. lt Concerns 


Dear Sir: SEND ME THE MESSAGE General Agencies 
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HIM $600.00. 


. He had two agents—trained them himself and 
knew how to personally produce better than 


$100,000 annually. 


All he needed was a good manager’s contract with 
a financially sound company. He has it now, and 
last month he made $600.00. 


If you have trained several men and can produce 
at least $100,000 a year, your appointment as 
agency manager will be given consideration. 


THE BANKERS 
RESERVE LIFE COMPANY 


Omaha, Nebraska 










W. G. Preston, President 
J. R. Farney, Vice President R. R. Wagner, Secretary 
R. L. Robison, Vice President E. L. Dunn, Treasurer 
I. D. W allington, Manager of « Agencie ies 








Come to the 


GREAT REPUBLIC LIFE 


and Double Your Production by 
Writing Its Wonderful New 


Select Risk Life Expectancy Policy 


_ Guaranteed Low Cost with many attractive features, including Dis- 
ability, Double Indemnity, Loss of Members and Beneficiary Insurance. 
Maximum Protection for Minimum Deposit. Full coverage for the 
active years of life with extremely liberal conversion pri 
Liberal first year and renewal commissions paid to experienced life 
underwriters. 
For full information concerning an agency connection communicate with 
W. H. SAVAGE, Vice-President 


1300 Great Republic Life Building 
LOS ANGELES, CALIF. 














You, too. 


Gan RETIRE 


On your commissions 
from the popular. easy- 
to-sell Retirement 
Income contracts 
offered by ~ - 





The Lincoln National Life Insurance 


Company fort Wayne, Indiana 
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MANAGERS’ 
ASSOCIATIONS 


Baker Heads Minneapolis Group 


MINNEAPOLIS, June 2.—Henry A. 
Baker, manager Sun Life of Canada, 
has been elected president of the newly 
formed Minneapolis Association of Life 
Insurance Managers & General Agents. 
L. J. Lynch, general agent John Han- 
cock Mutual Life, was named vice-presi- 
dent. Other officers will be named at 
a permanent organization meeting later 
this month. The initial meeting was at- 
tended by 35 managers. 




















Plan Closer Tieup 


M. L. Woodward, Northwestern Mu- 
tual, president of the Associated Life 
General Agents & Managers of Detroit, 
has appointed a special reorganization 
committee consisting of H. E. Vande- 
Walker, American Life, chairman; J. W. 
Yates, general agent, Massachusetts 
Mutual; Nathaniel Reese, Provident 
Mutual; Norton Ives, State Mutual, 
and F. L. Klingbeil, manager, Pruden- 
tial. In the fall when activities are re- 
sumed this committee will be charged 
with the duty of bringing about a closer 
tieup between the managers, supervisors 
and underwriters organizations in that 
city. 


Reece Explains Stand to 
Tennessee Company Men 


Commissioner Reece of Tennessee at- 
tended a conference behind closed doors 
with officials of nine Tennessee com- 
panies and offered an explanation of his 
position as to licensing of compa- 
nies, bringing receivership action 
against one company, and _ ordering 
taxes to be paid on_ gross. pre- 
miums instead of net premiums. The plan 
of the company officials was to hold a 
session in the morning and another in 
the afternoon, to which Mr. Reece 
would be invited, but soon after the 
morning session had convened, the offi- 
cials decided to ask Mr. Reece to attend. 
He was summoned and went to the 
meeting. He brought a stenographer 
and all questions and answers were re- 
corded. 

It is understood that the answers 
given then by Mr. Reece were about the 
same as the public statements that he 
has already given out. Reports from 
Nashville indicate that there is an eas- 
ing of tension among insurance officials 
in Tennessee now. 

Commissioner Reece has sent out a 

communication, explaining the situation 
in Tennessee as to the license situation. 
He states that all foreign companies 
that held certificates of authority in 
Tennessee due to expire on April 1, ex- 
cept those companies whose certificates 
have been revoked, now have their cer- 
tificates renewed and the regular form 
evidencing renewal will be forwarded as 
soon as the investigation on the part of 
the department “with reference to cer- 
tain doubtful companies is completed 
and all forms are ready.’ 
“Under date of March 15—29,” Mr. 
Reece states, “the certificates of au- 
thority of all foreign insurance com- 
panies operating in Tennessee were re- 
newed by extension and due notice of 
same given to each company without 
prejudice to any, pending a proper ex- 
amination and analysis of the annual 
financial statements of all companies 
and an investigation of such companies 
as appeared to be in doubt as to their 
qualifications to operate in Tennessee, 
all in accordance with the requirements 
of the laws of this state.” 


“Agency Building in 1932” was dis- 
cussed before the San Francisco General 
Agents & Managers Association this 
week by Stanley G. Dickinson, Life In- 
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Low Cost Term Insurance Is Not 
a New Idea—Proved Unsuccessful 
Years Ago, Says Veteran Life Man 


That certain type of life insurance 
man who believes he has found some- 


thing entirely new in low cost term 
insurance and a separate investment 
account, has one main fault, in the 


opinion of A. A. Drew, general agent of 
the Mutual Benefit in Chicago, a vet- 
eran whose life insurance experience 
dates back well into the 19th century. 
He explains that the advocates of 
term insurance either have not lived 
long enough or are too young in the 
business to know its history, for other- 
wise they would know that this sup- 
posedly ultra-modern conception of life 
insurance was given a most thorough 
and widespread test a half-century ago 
and failed dismally. 


In Life Insurance 
Business for 35 Years 


Mr. Drew has been in the life insur- 
ance business over 35 years, first in the 
field, then in the home office, and then 
again in the field. While in the home 
ofice he edited his company’s publica- 
tions. The records of the past were 
open to him. 

As his text, he quotes from the preface 
of Sir Walter Raleigh’s “History of the 
World” as follows: “In a word, we 
may gather out of history a policy no 
less wise than eternal; by the compari- 
son and application of other men’s fore- 
passed miseries with our own like errors 
and ill deservings.” 

Mr. Drew, moved to comment by the 
term insurance teachings of Ner- 
love, professor of insurance and asso- 
cate professor of economics in the 
school of commerce, University of Chi- 
cago, who has been conducting a series 
of life insurance lectures, and by activi- 
tes of other proponents of the “low 
cost” insurance idea, amplifies his theme 
as follows: 

“The Mutual Benefit, which was or- 
ganized by idealistic school men, started 
off writing a 7-year term policy and an 
ordinary life policy with a 75 percent 





$444,314 of which $309,944 were premium 
notes drawing 6 percent interest. 

“In 1890 I bought a $7,000, 20-pay- 
ment life, 20-year tontine policy in the 
New York Life. The next year I was 
twisted into an Aetna 10-year term pol- 
icy which I carried until I entered the 
life insurance business, when I dropped 
it for a term policy in the Fidelity Mu- 
tual, which was then a stipulated pre- 
mium company. I added a term policy 
in the Security Mutual of Binghamton, 
which was then also a stipulated pre- 
mium company. Later I dropped them 
for term insurance in the Penn Mutual 
which later I converted into whole life 
policies on the dividend addition plan, 
and which policies I still carry. 

also carry all the insurance my 
company will give me, all on the ordi- 
nary life plan, and the dividends are 
applied to purchase participating paid-up 
additions. There have been loans on my 
policies but there is none now. Accord- 
ing to the so-called policy adjusters I 
should have dropped these policies and 
not repaid my loans. When I am told 
that I am foolish and do not know my 
own game I look at the adjusters’ long 
ears and wonder when, if ever, they will 
cease to bray. 


Nearly Starved to 
Death Selling Term 


“I had been a railroad rate clerk and 
the mathematics of the life insurance 
business appealed to me, as did the 
theory of building up my own reserve 
outside of life insurance, but I did not 
carry this theory into practice and nei- 
ther did anybody else that I insured on 
the term plan. Although I had a fair 
record as a producer I nearly starved 
to death selling term insurance and not- 
withstanding my company’s rates of 
commission were high. 

“I was zealous in the stipulated pre- 
mium cause of the early 90’s. Unlike 
the modern policy adjuster, we tried to 





we could. These stipulated premium 
companies were at once a _ protest 
against the post-mortem assessment 


companies and the old line legal reserve 
companies. In due course one after the 
other reorganized as legal reserve com- 
panies or were swallowed by legal re- 
serve companies, but they made a great 
splash in their day and had many hun- 
dreds of millions of insurance in force. 
‘The company that put me in the 
business found it necessary to meet the 
competition of old line legal reserve 
companies and so _ issued "whet they 
called a ‘Duplex Bond,’ under which the 
Lombard Investment Company of Phila- 
delphia carried the equivalent of the 
legal reserve under an old line policy. 
Sad to relate, the Lombard Investment 
Company failed, but through fore- 
sightedness in the arrangement the pol- 
icyholders lost little or nothing. 


Old Line Contracts 

Restricted in 1894 

“In 1894 when I started in the busi- 
ness the times were comparable to the 
present depressed times. Discontent 
was great and expressed itself through 


the Populist party and the Farmers’ 
Alliance. The times were seemingly pro- 
pitious for the companies specializing 


in term insurance. The old line compa- 


nies’ contracts were not the liberal 
things they are today. They did not 
give recognition to the inviolability of 


the investment element of the premium. 

“Frequently there were no cash values 
until the 20th year—at best only every 
five years on the anniversary of the 
policy. The loan value was but a frac- 
tion of the reserve and the terms of the 
loan agreements were onerous. For- 
feiture was rife and repugnant. Never- 
theless the stipulated premium compa- 
nies had to give up the fight. 


Voice of Theory 
in Practical World 


“When I consider Professor Nerlove's 
lecture course and his advocacy of term 
insurance, I cannot help but laugh, for 
his is but the voice of theory crying in 


a world of practicality. Bear in mind 
when I say this that I have in mind 
the fact that Shepard Homans, the 
author of the American Table of Mor- 
tality and co-author with David Parks 


Fackler of the ‘Contribution System of 








Neglect of Small Client 
Often Proves a Mistake 








Doubtless business is difficult to get 


these days, but there is something 
wrong with an agent when he permits 
a policyholder to retain only a small 
policy on the books while he buys a 
large amount from other companies 
over a long period, 

“Agency Items” of the Equitable 


Life of New York points to such a case 
discovered in the examination of death 
claim papers which just passed through 
the home office. The policyholder had 
carried $5,000 with the Equitable since 
1878 when he was 22 years old, but 
the examination showed he subsequently 
bought $260,000 from other companies. 

The “Items” comments, “There is 
no indication that this policyholder had 
ever been approached for additional in- 
surance with the society—at least, there 
is no record of an actual application. 
This man was evidently a firm believer 
in life insurance. He maintained his 
original Equitable policy for 54 years. 

“It is the exception when Equitable 
representatives fail to keep in touch 
with clients, and this particular policy- 
holder may have had a relative or close 
friend identified with some other com- 
pany to whom he felt obligated to give 
95 percent of his insurance, The story, 
however, carries a moral which alert 
Equitable representatives will be quick 
to grasp.” 


and established the Provident Savings 
Life Assurance Society to write yearly 
renewable term insurance. 

“His prestige in the business was na- 
tional and so great that he found no 
difficulty in attracting men from the old 
line companies to his banner, but that 
company is now a part of the Postal 
Life, as is the remnant of the Mutual 
Reserve Fund Life Association which 
also had an actuary of repute. It rose 
to be the greatest of the natural pre- 
mium companies but failed when its 
premiums and toy reserve became in- 
sufficient. 

“The mortality of the Provident Sav- 





premium loan. Its financial. statement] create business but we did not hesitate } . 
for the first day of January, 1848,| to war with the level premium compa-| Dividends’ and actuary of the Mutual | ings also ran over Shepard Homans 
showed that it had total assets of | nies and twist their business whenever | Life of New York, left that company! own mortality table. The other great 
oo 
Duality - - 
Life in- 


are left behind. 











from his own capital during his own lifetime! 


and happiness than an adequate monthly income, guaranteed for life. 


Life insurance may be described as the most unselfish medium of dual financial service yet devised by man, 
surance first furnishes the logical, fool-proof way to CREATE PRINCIPAL at one’s death for the benefit of those who 
Next, through annuities, it furnishes the supreme method for making a lifetime’s ACCUML LATED 


PRINCIPAL take up the creator’s personal burdens and carry them for HIM until bis death, 
Thus one first turns to life insurance to provide for others, then to the annuity to provide for himself. 


annuity forms, one cardinal principle should not be overlooked: The right of the annuitant to benefit to the utmost 
Next to health, there can be nothing more conducive to earthly welfare 


serviceable monetary contract yet devised by man for his own personal comfort, 


It is this fact that makes an annuity the most 


In prescribing 











AMERICAN CENTRAL LIFE INSURANCE COMPANY 
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LIFE INSURANCE 


COMBINED WITH 
A UNIQUE 
Monthly Income Disa- 
bility Policy 
In a Plan of Insurance Especially Designed 
to Meet Conditions Now Existing in the 
Insurance World as a Result of the Neces- 
sary Readjustments made in the Long 
Popular Monthly Income Disability Pro- 


vision in Life Insurance Policies. 
WRITE FOR PARTICULARS 


THE PROVIDENT 


Life and Accident Insurance 
Company 
CHATTANOOGA, TENNESSEE 
Established 1887 


if you want— 


—Unrestricted Territory 
—Vested Renewals 

—Agency Building Opportunity 
—Home Office Co-operation 











then you want 


the 
square 


deal 


Agency Contract 


as issued by 





Insurance Company 
Madison, Wisconsin 
Openings in Wisconsin, Min- 


| nesota, Iowa and Ohio 
USE THIS COUPON ! 


W. J. Wandrey, Agency Mer. 
National Guardian Life Ins. Co. 
Madison, Wisconsin 
I would like details of your square deal 
contract. 
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stipulated premium companies were the 
Massachusetts Benefit, the Bay State 
Beneficiary Association, the Hartford 
Life & Annuity, the Northwestern Ma- 
sonic Aid of Chicago, the Covenant Mu- 
tual of Galesburg, the Bankers Life of 
Des Moines and the Bankers Life of 
Minneapolis, now the Minnesota Mutual. 

“I recall also that Henry Belden of 
the Belden Silk Company and other in- 
fluential merchants of New York organ- 
ized the American Union. They fought 
legal reserve insurance and wrote only 
term insurance, but it went the way of 





came to this country to write term in- 
surance. It lost many millions of dol- 
lars in the effort and retired behind the 
dikes of Holland. 

“The facts of the matter are that old 
line legal reserve insurance has made its 
way against tremendous opposition and 
has shown its right to live by the secur- 
ity it affords for small sums invested 
periodically with absolute safety and 
with availability. Young Nerlove and 
his disciples need to be introduced to 
the facts of history and then put on 
sackcloth and ashes and write their con- 














all flesh, I recall, too, that the Nether- | fession of faith in legal reserve life in- 
lands Life of Amsterdam, Holland, | surance, precisely as I did. 
R d 
Sets Fine App-a-week Recor 
Even in these times of widespread | take a stand that they know is right 
app-a-week clubs, continuous weekly | and fight through to a successful close. 
production of at least one application | Many cases are lost by agents who are 


for ten years is considered a great rec- 
ord. Yet Jacob Grob of Cleveland, 
agent of the Guardian Life, has secured 
an average of three apps-a-week since 
January, 1922. With his agency mate, 
R. K. Kriss, he shares premier honors 
among the Guardian's consecutive 
weekly producers and is now well into 
his 11th year of consistent weekly pro- 
duction. 

“Consecutive weekly 
habit,’ Mr. Grob comments, “and in 
my opinion it is one of the best and 
most profitable habits a life underwriter 
can form. Believing this to be true, I 
decided over ten years ago to make one 
application a week my minimum goal. 
I have demonstrated to my own satis- 
faction that if one produces at least one 
application each week, he invariably will 
produce more than one during many 
weeks. 

First Step Is to Get 

Prospects for Insurance 


production is a 


“As every life underwriter knows, the 
first step after acquiring some knowl- 
edge of the business is to get prospects 


for life insurance. Good prospecting is 
very important. My own sources of 
prospects are my friends, policyholders 


them I get 


and acquaintances. From 
information 


the names and such other 
as I can about others. 

“Then I use the endless chain meth- 
od. It is the best system of getting 
prospects and producing business that 
I know of. If used properly and regu- 
larly there is no occasion for one to 
be without prospects.” 

“IT select a list of prospects to see on 
Monday—a large enough number to 
keep me comfortably busy—and start 
out with the intention of getting my 
application for the week on Monday. 
If I don’t succeed in getting an appli- 
cation, I drive a bit harder on Tuesday, 
and if I should fail Tuesday, more 
power and pressure must be used on 
Wednesday. 


Sells Himself on Not 
Becoming Discouraged 


“By this time I am in good enough 
form to do even a better job than on 
the previous day, with the result that 
the end of the week finds me with an 
average of three applications in the 
bag. 

“I have sold myself on not becoming 
discouraged. That is an _ important 
thing, next only in importance to hav- 
ing first absolutely determined that 
each week must bring some _ business 
and the earlier in the week the better. 

“The life underwriter must thor- 
oughly believe that life insurance is the 
best property a man can buy and that 
there is nothing else that will do any- 
thing like as good a job of protecting 
a prospect and providing funds for old 
age. The more an agent becomes sat- 
urated with these truths the more suc- 
cessful he will be. He must be highly 
enthusiastic about the benefits of life 
insurance himself before he can con- 
vince others and get them to act. 

“It is my opinion that too many men 
n this business lack the courage to 


afraid of offending a prospect by being 
‘too persistent.’ 

“I believe that many more cases will 
be closed by being persistent than will 

Why should we not be per- 
and insistent when we know 
insurance is needed and is ab- 
essential for the future wel- 
the family involved?” 


be lost. 
sistent 

that life 
solutely 
fare of 





$1,000 to $1,600 


Ordinary Life Insurance at An 
Average Cost GUARANTEED 
OF ONLY $14.00 per $1,000 


Of course issued in larger amounts 
ALL PREMIUMS 
RETURNED 
in addition to face of policy 
in event death before age 60 


FULL FACE THEREAFTER 
AND PREMIUM REDUCED 20% 


Original cost, age thirty, $21.40 


per $1,000 to age 59; $17.19 
per $1,000 thereafter 





Write for Sample and Particulars 


This is one of many unique contracts 
issued by 


Federal Union Life 


FRANK M. PETERS, President 
Cincinnati, Ohio 








Orchestra Leader Leaves 
$20,000 Despite Himself 














been following 


Radio fans who have 
the air waves since 1921, when dance 
tunes first were broadcast, often have 
listened to the Coon-Sanders “Original 


Night Hawks” orchestra. Carlton Coon, 
member of the famous team, died in Chi- 
cago the other day after a brief illness. 
He carried $20,000 life insurance, all in 
the North American Life of Chicago, 
but there is now in the possession of Joe 
Sanders, his partner, a $100,000 signed 
application in the North American, 
executed two months ago, but on which 
neither the medical examination nor first 
premium could be secured. Mr. Coon 
leaves a widow and four children, who 
reside in Kansas City, Mo., but accord- 
ing to authoritative advice that is about 
all he leaves. 


Income at One Time 
Around $100,000 a Year 


Coon-Sanders are famous as much be- 
cause of their great financial success as 
for the fact that theirs was perhaps the 
first dance orchestra to take to the air. 
Mr. Coon’s share of the profits was tre- 
mendous. At the height of the orches- 
tra’s popularity it is estimated his net 
share must have been around $100,000 
a year. 

At one time he had $50,000 life 
ance, written by Freeman Alford, assist- 
ant to the president of the North 
American and a boyhood chum in Lex- 
ington, Mo., and lifelong friend. But 
Mr. Coon permitted $30,000 to lapse. At 
every renewal date he threatened to 
drop the remainder. He never replied 
to notices or personal duns for prem- 
iums. He insisted he never received 
them. 


Insurance Saved Only 
Through Friends’ Insistence 


Mrs. Coon and her four children are 
receiving a competence from life insur- 
ance only because of an agent’s and 
friend’s insistent service which did not 
stop even at subterfuge. Mr. Coon was 
a great “pal” to thousands of friends 
and admirers throughout the country, 
but he was careless in money matters. 
He was well-meaning but regularly de- 


insur- 


linquent in regard to maintaining his 
policy in force. 
The last premium was paid by Mrs. 


Coon only after an emergency telegram 
was sent to her. Mr. Coon carried thou- 
sands of dollars in his pocket regularly, 
but he found it practically impossible 
to pay around $600 a year for his insur- 
ance. Wherefore, Mrs. Coon is “sold” 
for life on life insurance and the service 
which it and its agents render. 
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Reclamation 


Life Insurance 


The Otis Hann Co. 
JACK ROBERTS a 
NORTH MICHIGAN AVE 
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Life Insurance— 
Trust Service 


now go hand in hand. Men of 
affairs demand both. Life In- 
surance creates the estate. 
The Life Insurance Trust 
safeguards it. 
Send for booklet 
The Life Insurance Trust 


Chicago Title & Trust Company 
@ West Washington St. 

















IIT 
For INFORMATION 
ON ALL LIFE CoMPANIES 
Policies, 
Net 
Gen- 


Statements, 
Rates, Dividends, 
Costs, Values and 

eral Information 


You Want The Unique Manual- 
Digest 
Published by The Na- 


tional Underwriter Co. 
Single Copy $5.00 



































“Dynamic Short Course” | 


In three days furnishes a working | 
knowledge and specific sales plans. In | 
ring book binder, $4.25. | 


The Insurance R & R Service 
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